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The Great Issue----Power with Responsibility 


is decent, honest, law-abiding and willing to 

do the square thing by his fellow citizen, be- 
cause the average man has a sense of responsibility 
based on morality, selfishness, or compulsion, or 
maybe all of them, and that sense is the cornerstone 
of duty and honor. 

The worker who belongs to a Union is the average 
man, 

In his individual capacity as a householder, a 
father of a family, and a depositor of savings in a 
bank, the worker’s sense of responsibility is always 
keen and alert; it inspires him to do his duty by his 
family and his fellows; it leads him to respect and 
obey the law, fulfil his obligations, uphold authority 
and respond to square dealing, for in that standard of 
conduct he finds protection for life and family, and 
that assurance of social peace which keeps industry 
moving and provides work and wages for him. 

In his collective capacity as a member of the Union 
he fails to live up to this standard, because when he 
enters the Union he leaves behind him his individual- 
ity, subordinates the worker to the unionist, and 
submerges his personality in the collective body. 

Everybody admits the industrial value of the 
Trade Union and the splendid work it has done in 
raising the social and economic standing of its mem- 
bers; yet it lacks something which in the end will 
wreck .it, something without which no organized 
body can continue to live and prosper. 

The Trade Union is a democracy. But a democ- 
racy minus a sense of moral responsibility; and that 
sort of a democracy always fails. In all democracies 


Ea average man, no matter what his calling, 


the moral responsibility of the members isstrengthened 
and made compulsory by law; obedience to the duty 
that responsibility requires is made mandatory by 
the threat of penalties that will follow disobe- 
dience. 

The defect in the Trade Union asa democracy, as 
a force in industry, is that it has power without 
responsibility; and power without moral responsi- 
bility and legal restraint is might minus right, just 
plain violence, hateful to the better instincts 
of human kind. 

As Trade Unions exist today they are organized 
outside the law; their contracts and obligations are 
written in water; for they cannot. be erforced in 
law; they may be, and frequently are, flagrantly 
violated, to the injury of industry and the good name 
of the workers. They reject responsibility; they 
dodge moral obligation; and they stand in the posi- 
tion of a body which demands the protection of law 
and morals and refuses their duties and obligation. 

Responsibility to be useful in the everyday life of 
the American world must be obligatory, and that 
compulsion can come only through the law and its 
penalties. 

The Trade Union is a co-operative body, a cor- 
poration, organized for certain, definite, honorable 
purposes, with regularly elected officers to represent 
it, who are supposed to bargain for the collective 
union, give pledges, make contracts, and conduct 
an honest business; but since all these operations are 
extra-legal and have no force more binding than 
morality, they are lived up to only when it suits the 
convenience of the Union. The obligations of all 




















36 BOOT AND SHOE RECORDER 





Nov. 1, 1919 





other corporations are enforced by law, violations 
being punished by penalties. 

The Trade Union should be compelled to come 
within the operations of the law, as all other corporate 
bodies are; and until this is done there can never be 
peace and stability in industry, nor constancy of 
work and wages for the worker. 

Once responsibility and obligation are made 
compulsory by law what will result? 

The Union will be inspired and guided by the 
moral standards of the individual worker. The Union 
will be a real democracy, and not the corporation 
described as an organization without a soul to damn, 
or a body to kick. Responsibility will bring prudence 
if not wisdom; leaders will be chosen with more 
discrimination; all contracts and bargains will be 
made with caution and the knowledge that once 
entered upon they must be lived up to; and strikes 
as cures of evils, if they come, will only come after 
deliberation and a weighing of consequences, and not 
as the result of impulse, whim, passion, or the malice 
of the few. 

Compulsory incorporation of Trade Unions means 
no loss of rights, privileges or security to the collec- 
tive body; it does mean an increase of dignity, 
standing, and importance to the Union and its mem- 
bership; it does mean a steadying of the economic 
ship, a promise of enduring industrial peace and 
a better day for employer and employe. 

Industrial democracy cannot endure with two 
antagonistic standards of morals and conduct—the 
individual and the collective. Only one standard 
of morality can exist and that, in view of man’s 
nature and temperamental weakness, must be but- 
tressed by compulsion and enforced by law. 





The Right to Work 


E gave expression to this phrase the other week 

in ‘‘Public service must be continuous service,” 
unmistakable, instantly understandable, instant in its 
appeal to common sense. Here is another one: 


“No man ought to have to ask another for the right 
to work.” That cuts through a thousand yards of 


argument on “open shop” and “closed shop.” I 
is acres of prelix paragraphing. 

It sets the question fairly and solidly on a rock 
basis of fundamental justice. And justice is the onl: 
principle which is ever going to be of the slightes‘ 
use in getting at real solutions of the industrial and 


business problems before us today. No _ unjusi 
bargain will stand the test of time; no, unjust ad- 
vantage can be held permanently. To hold otherwise 
is to set ourselves against the inevitable. 

Lincoln said, “No man is good enough or wise 
enough to be trusted to own another man.” It is 
just as true that no man is good enough or wise 
enough to be trusted to forbid another man to work 
at any employment for which he may be fitted— 
not even Samuel Gompers or the President or any 
other exponent of public authority or privately 
organized power or personal influence. 

The whole field of phraseology of business and 
industrial contention needs clearing, condensing, 
solidifying, reducing to elements that are instantly 
understandable, that are unmistakable and axiomatic 
—in a word, should be crystallized. It is only in such 
finished form that right principles will appeal to the 
slow moving public mind and get themselves trans- 
Jated into needed action. Clear statement and clear 
thought go together; they act and react, each upon 
the other. Business and industry have seldom been 
so tangled; every clear principle which can be laid 
down and agreed to is so much clear gain. 





The Public and Shoe Prices 


AN any one explain why it is that the pub- 

lic assumes to know so much about shoe 

prices? Every Tom, Dick and Harry quotes prices 

glibly, has decided notions of what they ought to be. 

and equally decided notions of late as to limiting 
profits thereupon. 

We do not find any such assumed popular wisdom 
with regard to the prices of overcoats, watches. 
candy, hats, sets of furniture or any other popular 
commodities, most of which do not vary in price in 
any wider range than shoes do. Nobody pretends to 
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know what they ought to cost; but everybody thinks 
he knows just what a pair of shoes ought to cost. 

One curious feature of it is that real shoe experts 
will vary widely in setting a value on shoes of un- 
known origin, upon close examination and inspection. 
It is only the uninformed, the non-expert, the amateur 
judges who know it all and are so positive. 

Perhaps one reason is that shoe dealers have dealt 
frankly and above board with the public, too much so 
for their own good. It is a poor reward for sincerity, 
to have frankly stated prices misjudged and mis- 
quoted and haggled about by the uninformed, who 
have no real knowledge of the matter. 

This presumption is of a pace with the notion most 
men and women have that they know more about 
fitting shoes than the shoe dealer does. One result is 
that chiropody is a great and growing art in the land. 





Urgent Action Necessary 


E have it on the authority of many men who 

have personally gone to Washington to interview 
Congressmen as to the Stephens-Ashurst bill that 
there is a grave danger that something will be put 
through quickly. 

There are two bills under consideration in Wash- 
ington, either of which, if passed by Congress, will 
work injustice and hardship to the retail shoe 
business. 

The Stephens-Ashurst Bill gives manufacturers 
the right to stipulate the retail selling price of their 
products. . 

The Siegel Bill (H. R. 8315), now pending in the 
House Committee of Domestic and Foreign Com- 
merce, provides for the stamping of the wholesale 
price on the article. 

All of these bills are dangerous to the welfare of 
the independent retail shoe merchant. They would 
stifle rather than promote healthy competition. The 
customer would look only at the cost mark and it 
would necessitate a tremendous amount of explana- 
tion on the part of the merchant and his staff to 
consummate every sale. No stronger protest can 
be made than a letter similar to the one which we 


featured in the issue of October 4, Page 47, from 
A. J. Willson, and in this issue by President A. H. 
Geuting of the N. S. R. A. 





More Figures for Com- 
parison 
A St. Louis Made Shoe of 1905 and 


1919 Shows Tremendous Increase 


Figuring Gun Metal vamp and tip at $1.30 
per foot and mat calf top at $1.20 per foot, 
the 1919 cost of a man’s Goodyear welt cap" bal 
as compared with the 1905 is as follows: 








1905 1919 

$ .60 Upper Stock............. $3.87 
ja chains dictnsten wees 1.057 
SE ere ee 30 
cg RSL peer ere sre 13 
. -_ ° eee arr ee al 
SP iis kas ena or Kuss’ 08 
le, cas Lae tencees .057 
. er er ll 
Fe Pr rT oe 13 
. ee . 156 
. 5 Serer ree .29 

$1.576 $6.39 


The above figures do not include labor and 
manufacturing expense, which vary according 
to the location in which shoes are made. 











'A Congressman naturally wants “reasons why” 
and you can materially aid in his education by send- 
ing him a letter, presenting the facts from your 
viewpoint. 
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Tele graph aiid 
order News : 


‘HOMEWARD BOUND”’ 


English Shoe Manufacturers Have Completed 
American Tour 


F. M. Bostock and A. D. Denning of Lotus, Ltd., 
Stafford, and Northampton, England, and Mr. Bos- 
tock’s son, F. A. Bostock, returned home on the 
Mauretania Tuesday, October 28, after a six-weeks’ 
tour of our principal shoe centers, including Boston 
and district, New York, Rochester, Milwaukee, 
Chicago, St. Louis, Cincinnati, Philadelphia and 
Washington (where they attended sessions of both the 
Senate and Congress), and London, Ontario. 

The party made a farewell call at the ‘Recorder’ 
office on Wednesday morning, October 22, and ex- 
pressed themselves very well pleased with their trip, 
which they stated had been both profitable and most 
interesting. 

Also sailing on the Mauretania on October 28, were: 
Walter W. Cann of the Cliftonia Boot Works, White- 
hall, Bristol; George Barnes, Britain Boot Works, 
Chesham Bucks; Alfred Lovell of A. Lovell & Co., 
Challenge Boot Works, Kingswood, Bristol, and J. C. 
Cook and A. W. Hollister of Frederic Cook, Ltd., 
South Place Shoe Works, Rugby, members of the 
Incorporated and Federated Associations of Boot and 
Shoe Manufacturers of Great Britain and Ireland. 


NEW ORLEANS SHOE MERCHANTS 
Protest to Congress Against Unjust Shoe Bills 


That the New Orleans shoe merchants are solidly 
against the Siegel Bill now pending in Congress, the 
Jones Bill now pending in the Senate to stamp the 
manufacturer’s price on shoes, and also the Stephens- 
Ashurst Bill providing the stamping of the retail prices, 
was evident at the monthly meeting of the New Or- 
leans Shoe Retailers’ Association, held at the Associa- 
tion of Commerce on October 15, when resolutions 
were drawn and ordered sent to every member of the 
Louisiana delegation at Washington, protesting 
against such drastic, unjust and undemocratic legis- 
lation. 

The meeting was well attended. President I. R. 
Jacobs’ presided and M. F. Duff, secretary, was at 
his post. There was much discussion and it was the 


unanimous opinion of those present that the proposed 
bills were unjust and uncalled for. 


FAVOR OPEN SHOP 


Association of New York State Manufacturers 
Declare for This Policy 


The Associated Manufacturers and Merchants of 
New York State, including in its membership of 2,000 
virtually all of the largest industrial and business con- 
cerns of the State, with a total invested capital of more 
than $1,500,000,000, went on record in Rochester last 
week relative to the right of the individual to work, or 
refuse to work, compulsory health insurance, occu- 
pational disease, compensation, continuation schools, 


-minimum wage, the personnel of the Industrial Com- 


mission and an amendment to the labor law relative 
to two-story buildings. The first resolution relating 
to the right of individuals to work, and which may be 
construed in its broad sense as a plea for the so-called 
“Open Shop,’’ was drafted and redrafted several 
times before finally adopted. Hiram C. Hoyt of 
Williams, Hoyt & Co., shoe manufacturers of Roch- 
ester, is a member of the Board of Directors. 


MARINE SHOES SALABLE 
Supplies to Be Offered by Secretary 


Washington, D. C., Oct. 31—The secretary of the 
Navy has just announced that the Marine Corps has 
about completed its disposal of surplus war stocks 
but that there is remaining on hand a few surplus 
articles which will be sold by the Bureau of Supplies 
and Accounts in connection with its sale of surplus 
Navy stocks. Included in these supplies are the 
following: 101,828 pairs of trench and field shoes, 
20,000 pairs of arctic shoes, 8,000 pairs of rubber boots, 
250,000 pairs of half soles, 50,000 pairs of heel taps. 


BOOSTING NATIONAL CONVENTION 


St. Louis Association Offering Free 
Trips to Boston 


The St. Louis Shoe Retailers’ Association is dinette 


a very healthy growth in membership as a result of 
the campaign which is being carried on with a view to 
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presenting a big front at the January convention of 
the National Association in Boston. The city, 
divided into three districts, is: being combed by 
enthusiastic members for new members, the, prize 
for each district being a free trip to Boston. While 
members in the central district of the city are barred 
from entering the contest, workers in three outlying 
districts may enter the central district to solicit 
candidates for membership. The attendance at the 
October meeting of the organization showed the 
increasing interest in the organization of both old and 
new members. 


$2,500 IN PRIZES 
Best Leathers on Kid for 1920 Convention 


A $2,500 prize offered for the best answers to five 
questions will be one of the features incidental to the 
Boston Convention of the National Shoe Retailers’ 


Women’s Shoe Window of Wolf & Dessaner—Fort Wayne, 
Indiana, one of the largest Department Stores 
of Northern Indiana 


Association. The prizes will be as follows: First prize, 
$1,000; second. $500; third, $200; fourth, $50; and 
75 honorable mention prizes of $10 each. 

The judges will be Arthur D. Anderson, editor 
of “Boot and Shoe Recorder’; James H. Stone, 
editor of Shoe Retailer; E. S. Gile, manager of 
Weekly Bulletin, and C. F. Alles, sales manager of 
Standard Kid Manufacturing Company. 

The contest is offered by the Standard Kid Manu- 
facturing Company, makers of Vode kid, and the 
topics are as follows: 

1. What advantages do you see in kid leather for shoes, 
and how can we make it still more desirable to the consumer? 

2. What sort of dealer service could we render that would 
be of most help to you? 

3. Would an advertised brand name stamped in shoes 
made of that leather help you to sell more fine shoes? Why? 

4. How many and which colors should kid leather manu- 
acturers standardize? Why? 
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5. Which magazines of general circulation (one or more) 


do your ead regularly? Why? 
Only retail shoe merchants and their employes are eligible. 


JOHN SHIPMAN WITT DEAD 


Former Traveler and Vice-President of 
Lynchburg Shoe Company 


John Shipman Witt, vice-president of the Lynch- 
burg Shoe Company and one of the leading wholesalers 
of the city, died suddenly on October 25 in Lynchburg 
at his home, of heart disease. Only a few of his 
intimate friends knew he was afflicted with heart 
trouble. Mr. Witt was 53 years of age and had been a 
resident of Lynchburg for the last 35 years. 

He was born in Nelson County, but came to this 
city when a boy of 16 and engaged in the shoe business 
with the George D. Witt Company. About 16 years 
ago he assisted in the organization of the Lynchburg 
Shoe Company, with which he remained until the 
time of his death. Mr. Witt traveled for a number 
of years, and he was one of the best known traveling 
shoe men of the South. He was always keenly 
interested in the development of the city and spared 
no efforts in public-spirited movements. 


NO FUNDS, NO PROBE 


Present Status of Federal Trade 
Commission Investigation 


It is understood on very good authority that the 
Federal Trade Commission has NOT started work on 
the Igoe resolution which was recently passed by the 
House, asking for a continuation of the shoe investi- 
gation. This has not been started it is understood 
because of lack of funds to carry on so much work 
at one time. 


Increase in Imports Noticeable— 
Decrease in Exports 


A very decided jump in imports and a noticeable 
drop in exports were the outstanding features of the 
country’s foreign trade in September, according to a 
statement issued by the Bureau of Foreign and Domes- 
tic Commerce. Imports for September amounted 
to $435,000,000, which is $92,000,000 more than the 
previous high record established in July of this year. 


SHORTER SKIRTS MEAN HIGHER BOOTS 


Says J. Stevens Ulman, president F. Blumenthal 
Company, New York 


Styles which originate in Paris, as far as women’s 
gowns are concerned, gradually win their way over 
here, as a rule, a season later except with the so-called 
“ultra smart set,” whom you might say interlock in 
their dresses the Paris gowns when they appear, for 
the reason that there are so many French dress- 
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makers in New York who continually are traveling 
back and forth, and no sooner does a new model 
appear in Paris than it is put before the notice of their 
selected clientele in New York. A few of the ultra 
smart women in this city are already appearing in 
gowns shorter than have ever before been worn in 
this country and we have also noticed the appearance 
of some of our leading actresses in gowns of this class. 

We are reliably informed that these French dress- 
making establishments on Fifth Avenue are urging 
their clients to even order their Fall gowns of this 
very short pattern, and when the women hesitate 
on account of the shortness, these dressmakers pre- 
vail upon them that they will not be smartly gowned, 
and therefore we can foresee that the short gown 
which will be introduced by the so-called ultra smart 
set will within six months spread throughout the 


country. 


Price a Secondary Consideration 

We are also reliably informed that the very smart 
women of Paris, and remarkable to say, likewise in 
stricken Belgium and more particularly in Brussels, 
with these short gowns are wearing higher shoes than 
they ever wore before, shoes of twelve inch tops and 
higher, and when this vogue is introduced through 
this exclusive set in New York, which it unquestion- 
ably will be shortly, it is our opinion that it will be 
copied throughout the country. One might contend 
that the question of price of such shoes might be a 
deterrent factor, but you know as well as we do that 
with the extravagance which exists that if it is a 
question of style the question of price is only a second- 
ary and often a negligible consideration. 


METAL GOODS ADVANCE 
In Price on Account of Steel Strike 


Boston— There is a report that the price of all 
metal goods is going up on account of the steel strike. 

Tacks and nails are scarce and one company manu- 
facturing same is refusing to take any extra orders. 

It is rumored that the shoe manufacturers in Lynn 
and Haverhill are trading with each other on long 
and short nails. 


AN EXPORT SELLING TRIP 


A. H. Gaines and Norman K. Winston sail for 
Europe 


A. H. Gaines and Norman K. Winston, president 
and vice-president respectively of the A. H. Gaines 
Gordon Company, Inc., of New York, ladies’ shoe 
specialists, have sailed for Europe on an important 
export mission. They will be gone from 6 to 8 weeks, 
and will cover the important commercial centers of 
Europe, looking over the prevailing conditions. 

During the early part of the year, 1919, the A. H. 
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Gaines Gordon Company, Inc. added an export 
department to their business which has grown very 
extensively and thre result of the mission of Messrs. 
Gaines and Winston will necessitate the enlargement 
of this Export Department. 


BEN JACOBSON RECOVERING 
Pay Him a Visit at East Orange, N. J. 


In his battle with nervous paralysis in which he 
lost the use of his left arm, Ben Jacobson, chief of the 
retail service division of Morse & Rogers, New York, 
reports much progress. 

He now can walk by the aid of a stout cane and 
although his left arm is of little utility, he is hopeful 
of the future. He expresses his thanks to those of his 
many friends who risked bad roads to come out to the 
little farm in the wilds of Jersey. 

He now lives at 54 Burchard Avenue, East Orange, 





What Is Your Largest Single | 
Sale? ° 


In our issue of October 18, the ‘‘Recorder”’ 
asked the retail shoe merchants of the 
country, What is your largest single sale? 
Two instances from Boston were cited. 

Macon, Georgia, reports as follows: At 
Martin Brothers $107.50, consisting of 17 
pairs of shoes from grandpa to grandson 
and one pair of $8.50 shoes with rubber 
Goodyear heels, to be used for cotton pick- 
ing. This sale was made to a negro woman 
and was the largest single sale which Martin 
Brothers has made in 28 years. 











where he will be most pleased to receive his many 
friends in the trade. y 

Mr. Jacobson keeps a keen interest in what is going 
on in the trade and here is an excellent declaration 
of principles by him: 

“If I had a shoe store today, I would not change my 
usual method of conducting it. My aim would be 
to get increased business and a large enough net 
profit to cover the running expense of the business, 
including a fair home salary for myself and a net 
profit over all of at least ten per cent. I certainly 
would not allow a few political cranks to scare me 
away from my business principles proven by years of 
experience. When the retail shoe merchant gets a just 
hearing, the politicians who are now howling the 
loudest will creep back where they belong, because 
no just jury will condemn a merchant because he is 
trying to earn what rightly belongs to him. 
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to 7 inches. 





Pride of Production 


Thrift, Thought and Kindness to Others 
Bring Best Results 
By L. D. APSLEY, Apsley Rubber Co., in a Talk to 
His Workers 

We want all to go forward and not backward. 
During these trying times of readjustment each and 
every one of us must take a personal interest in the 
work we are doing. No one can do less than their 
best without doing an injustice to themselves and 
to all who are dependent upon the success of the 
business they are connected with. 

We are using our best endeavor to keep the mill 
running full, so as to reduce, in this way, the cost of 
getting out the merchandise and, through giving 
steady employment, compensate, as far as possible, 
all connected with the company. It is only by 
AN INCREASED OUTPUT AND A LESSENING 
OF GENERAL EXPENSES that we shall be able 
to maintain the present rate of wages. 


No Time for Discord 


Desirable conditions will not continue or be 
brought about in the United States through lack of 
co-operation, discord and strikes. Our prosperous 
country apparently now has to deal, on the one side, 
with a lot of selfish profiteers and dishonest money 
grabbers; and on the other side, with foolish and 
equally unwise and detestable agitators, who for 
personal gain are advocating a course which is 
ruinous to all, and who fail to see that nothing short 
of honest service, perfect co-operation and a square 
deal between capital and labor will furnish greater 
happiness and prosperity to all. 

This is not an attack on any big business honestly 
conducted nor is it a criticism of men who advocate 
wise moves for the benefit of mankind. The great 
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Compromise on the 


Height of Boots 


Contention on the height of 
skirts prompts our illustrating 
in this campaign season a com- 
promise candidate—the lady 
in trousers—then no matter 
about height of tops—no fight 
between the advocates of 9 to 12- 
inches from the ground and the 


moderate element who urge 4 


American people are honest and sane and it is TIME 
that these dishonest profiteers and money grabbers 
be severely punished, and these Bolshevik agitators 
be driven from our country. Let us all who love and 
appreciate our country and believe in the rights and 
welfare of each other, co-operate together and 
denounce and overthrow those villains at both ends 
of the road who are destroying the great advantages 
which citizens of our beloved country have enjoyed. 

These are facts which I feel you should know so 
that we will, by co-operation, obtain the very best 
results for us all. 

Believe me, when I say to you that we will try to 
have justice and a square deal govern us in our 
efforts to co-operate with you. 





New Express Packing Rules 


Important Regulations Will Go Into Effect 
December 10 


The American Railway Express Company, New 
York, which is the agent of the government in hand- 
ling the express business of the entire country, has 
instituted new rules to induce shippers to turn their 
business over to the carrier so that it can, with 
reasonable care on the part of the express company, 
be handled properly. The rule will not permit the 
use of wrapping paper for packages over twenty-five 
pounds nor of ordinary paper boxes, wrapped or 
unwrapped, when the weight of the contents is over 
that limit. For shipments over twenty-five pounds, 
wooden containers of fibre board, pulp board or 
corrugated straw board containers of specified test 
strengths are required. The standardization of 
express rules will place the express service on the same 
basis as freight so far as the character of the cartons 
used is concerned. 
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Boston Convention of the National Shoe Retailers’ 


Association 


q January 12, 13, 14 and 15 Promises to Be the Greatest Convention 


LANS for the Boston 
Pp convention are pro- 

ceeding with assurance 
of great success. There is no 
doubt about the new 1920 
meeting setting new records 
as to attendance, number and 
scope of exhibits, service for 
the merchant and a big time 
generally. For the first time 
in the history of the national 
association, the convention 
will not hold sessions in a 
hotel, for nowhere in the 
United States is there ac- 
commodation big enough to 
satisfy the needs of this siza- 
ble organization. 


Mechanics’ Hall Houses 
the Session 
Mechanics’ Hall, Boston, 


will be amply large to house 
the convention sessions and 


Week of the Industry 


MRS. JOHN FISCHER 
Chairman of the Ladies’ Reception Committee 


the vast array of exhibits all 
under one roof. The 1920 
Convention Committee ‘start- 
ed to function immediately 
after the St. Louis meeting, 
and a thorough organization 
has been working consistently 
ever since to make the Boston 
convention the biggest and 
best yet. Nothing is being 


~left undone to give to the 


visiting retailers the fullest 
return for the time and money 
spent attending this conven- 
tion. 

‘The war and developments 
affecting the shoe business as 
an aftermath of the war have 
combined to create a situa- 
tion wherein no wide-awake 
merchant can afford to miss 
such a splendid opportunity 
for interchange of ideas such 
as will be given by the 





CIATION. 


a world record. 


England metropolis. 





Boston Wants You 
As Its Guest of Honor at the 1920 N.S. R. A. Convention, January 12-15. 


This is going to be a red-letter date not only in the annals of historic Boston itself, but in the history of the American 
shoe trade, for it marks the period of the greatest annual convention of the NATIONAL SHOE RETAILERS’ ASSO- 


This important event is going to bring to the Hub of the Solar System between 3,000 and 4,000 of the most successful 
and progressive shoe retailers of the United States, and in respect to numbers and convention program will really mark 


To speak of the manifold social delights of good old Boston, or to expatiate upon its standing as the world’s greatest 
shoe and leather trade center, is as unnecessary as it would be to dwell upon the historical attractiveness of the New 


Even in the Winter season there is s> much to interest the visitor, quite apart from the impressive list of convention 
attractions to be prepared for the sessions themselves, that an entire month might be profitably spent here. 

We shall from time to time try to set before the retail trade of the United States some of these unique features of 
Boston life, as well as the details of the convention program, and this is merely a foreword to prepare you for some of 
the interesting announcements to come. 

The important thing just now for our thousands of friends in the retail shoe trade to get fixed in their minds is the 
dates of the convention, the fact that it is to be addressed by the most brilliant coterie of trade experts ever grouped 
together in a single program, and that there is to be an educational shoe and leather trade exhibit and Style Show in 
connection with the convention that will outrank the most ambitious enterprise of the kind heretofore attempted. 

Don’t fail to make a notes of these dates—January 12, 13, 14, 15, 1920—on your calendar, and expect more to follow 


in the way of information from the local committee. 


Yours for prosperity, 
T. F. ANDERSON, 
Secretary New England Shoe & 


Leather Association 
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Meeting of A’'l Committee Executives and the Ladies’ Reception Committee 


Boston program. Affiliated associations and firm 
members in every part of the country owe it to 
their success as organizations and as individual 
merchants to see to it that every city and town in 
these broad United States are represented at this 
convention. 

The convention committees are organized on a 
military plan of operation. The commander-in- 
chief is W. W. Willson, who serves as general 
chairman and he is assisted by three vice-chairmen— 
Hollis B. Scates, Henry E. Hagan and John Fischer. 
Each of these vice-chairmen is in charge of a division 
—each division consisting of four committees. Each 
committee is in charge of a chairman, who has three 
or more assistants. Back of the whole staff is the 
New England organization of associations in all 
lines of industry. 

Meetings have been held at least once a week since 
last January. In November and December, the 
meetings will be more intensive in their scope, so 
that during the first weeks in January, almost all of 
the activities of the workers will be directed toward 
the big convention. 

A Nation-Sized $60,000 Convention 

It is going to be a nation-sized convention, for the 
revenue needed to operate it will be in excess of 
$60,000. There will be exhibits of merchandise 
from all sections of the country and it is true that no 
merchant or manufacturer can afford not to be 
present. 


In a convention of from 3,000 to 5,000 merchants 
there will in all probability be from 200 to 600 women 
in attendance. 

The visiting wives and daughters of merchants 
will be cared for by the Women’s Reception Com- 
mittee. 


A Women’s Committee Has Been Organized 

On Monday night of this week the fourteenth meet- 
ing of the 1920 Convention Committee was held at 
the State Suite of the Copley Plaza Hotel for the 
organizing of the Women’s Committee. It was in the 
nature of a dinner to all of the chairmen and their 
wives and resolved itself into the selection of Mrs. 
John Fischer as head of the Women’s Committee. 

The Women’s Committee will hold its first meet- 
ing at the Boston Club on Friday evening, November 
7, at 2.30, at which time they will form the necessary 
sub-committees. 





Shoe Rejuvenation 

A Prescription by Department of Agriculture 

The Department of Agriculture offers the following 
prescription for the rejuvenation of old shoes: Brush 
or rag, applied externally. Castor oil, small quantity, 
vigorously rubbed in. Sunshine, one or two days. 

This treatment, the department assures the public, 
will make the old shoes which have been lying in the 
closet covered with mildew, if not too hopelessly worn, 
serviceable for another month or two at least. 
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An Excellent Attitude on Credits 


Reducing the Overhead in the Shoe Store Is Best Policy Today--- 
F. E. Ballou & Co. of Providence Institute a New Policy 


is particularly noticeable in any industry where 
the unit sales are small. 

There may be a thousand reasons why the customer 
couldn’t carry to the store enough money to purchase 
a full attire of furniture orcommodities of considerable 
value, but no person can consider the shoe even at 
today’s prices as being a burden upon the immediate 
pocketbook. The extension of a credit account for 
shoes alone is a refinement of courtesy that is both 
extravagant and unnecessary. 

Here is what Mr. Ballou says to his trade: 


T HE drag on a business, due toextension of credit, 


A New Policy of ‘‘Cash”’ 


We have always appreciated your business, and we 
want not only a continuance of your high esteem, pat- 
ronage and good will, but we aim to increase its value. 

The unprecedented increasing cost of shoes makes the 
consumer’s price correspondingly high, and we are going 
to make il possible for our regular patrons and the public 
to share with us a saving that we can make in our over- 
head by changing our mode of business to a cash basis. 

On Saturday, November 8th, our store will inaugurate 
a cash basis, with prices on every line of shoes appre- 
ciably reduced to cover the saving that will be established 
by this change. 

This business was built on the foundation of high 
quality, fair prices and good service, and has steadily 
grown to its present proportions by a continuance of that 
policy. These principles will be strictly adhered to. 

We ask your heartiest co-operation and continued 
patronage in our policy to reduce the cost of shoes to 
the wearing public, and if, for any reason, it is more 
convenient for you to make your selections at this store 
afler November 7th, on the charge basis, we will accept 
a check in advance, to be credited to your account, to be 
drawn on at will in merchandise or cash. 

Herewith is copy of letter to customers who still 
believe in “‘charge’’ system: 

I am sorry that you take exceptions to our new policy, but 
we tried to point out very clearly in our letter the reasons why 
we were to put this new policy into operation the 8th day of 
November. Only 26 per cent of our business is charge, 74 
per cent being cash. We felt as though the cash customers 
were entitled to better prices. 

What we are trying to do is to give the shoe buying 
public of this community better prices than it is possible for a 
credit house to give, and in order to do this we must cut down 
our overhead expense and the expense of carrying the charge 
accounts which you know must go up into quite an amount, 
as we have something like upward of two thousand accounts. 
We want to retain your business, and if you should desire to 


continue to buy our shoes it is a very easy matter for you to 
also continue a charge account with us by sending us a 
check covering the amount of your anticipated wants. We 
tried to point this out in the last paragraph of our letter. 

The store that is to get by today or in the near future must 
be the store that has the turnover, and instead of turning our 
stock two or three times we must turn it four or five times. 
Hence, we will be able to sell you and the public generally 
merchandise at quite a perceptible reduction, still maintain- 
ing our high quality as we propose to stick to quality at all 
hazards. 

We want to keep your good will and we have pointed out 
how you can help us as well as yourself in making a sub- 
stantial saving. If you prefer to have goods sent C. O. D. 
rather than to: send us a check covering your anticipated 
wants why you can do this. 

We have had compliments from many of our customers oa 
our new policy, and feel sorry that you cannot seem to see it 
the way we do. We have appreciated your business, and still 
feel as though we want to retain you as one of our regular 
customers. 

We are enclosing another of the form letters for fear that 
you may have destroyed the other one, and would like to 
read the subject matter over again. 

We hope that the prices and quality of our merchandise 
will appeal to you and your wife, as well as your children’s 
requirements, a; no house in this or any other city is going 
to undersell us for the quality of merchandise we put out. 





Shoe Men Save 


And Coat Men Consume Leather, Using a Dozen 
Skins for One Coat 


Shoe men cut from boots to oxfords and saved two 
feet of leather per pair thereby. Now the saving is 
all used up, and more, too, by the coat makers. 
Tanners are making a lot of leather for coats. They 
are making kid, calf, sheep leather for coats. It 
takes a dozen skins to make an average coat. A shoe’ 
cutter could get the uppers of at least a dozen pairs of 
shoes from that number of skins. 

A leather man had a coat made for his daughter the 
other day. Fifty feet of leather were cut up for the 
coat. It cost 60 cents a foot, a fairly low price for 
coat leather. The total cost of the leather for the coat 
was $30. 





British Leather Buyers in Boston 


William McQueen of Plewman, McQueen & Com- 
pany, W. C. Everitt, of Morton & Sons, Ltd., and 
John H. Raven, all well-known leather factors and 
buyers of American leathers, Leicester, England, 
arrived in Boston this week. They are stopping at 
the Hotel Touraine. 
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To the Author of the Siegel Bill 






A Complete Statement of the Attitude of the Retail Shoe Merchant 
on “Cost Price’’ Stamping 


By A. H. GEUTING, President National Shoe Retailers’ Association 


S president of the National Shoe Retailers’ Asso- 
ciation I have been privileged to see some of the 
correspondence which has passed between your- 

self and other members of Congress giving your argu- 
ments in ‘regard to your bill. The gist of this corre- 
spondence indicated to me that you had come to the 
conclusion that there was profiteering in the retail 
shoe business, and that you wish to eradicate it and 
that no better plan has been invented than your bill 
to accomplish this purpose. 


Profiteering Not Evident 


Naturally I am in very close touch with shoe retail 
conditions throughout the country. From a boy I 
have grown up in the shoe business. My experience 
is that shoe retailers are not profiteers, and I desire to 
ask have you any concrete evidence to the contrary? 
The National Shoe Retailers’ Association has repeat- 
edly run down newspaper canards. We have inves- 
tigated wild and malicious statements made by agita- 
tors to the effect that shoes were bought for $4.00 and 
sold for $24.00, but invariably these statements have 
been found to have no basis of fact. Even when such 
statements were signed in letters to editors, the 
individual could not be found. 


Not Making 10 Per Cent Net Profit 


The facts are that the shoe retailers of the United 
States are not making 10 per cent net profit on their 
turnover. The latest figures compiled by the Harvard 
Bureau of Business Research of Harvard University, 
covering the period of the last twelve months, based 
upon reports of upward of 5,000 merchants carrying 
all classes of shoes and located in all kinds of commu- 
nities, show that the average net profit has not been more 
than 9.7 per cent. This is in the face of the fact that 
the market has gone steadily higher and that under 
normal conditions a retailer’s odds and ends have 
always depreciated while during the war they have 
really appreciated. The best profit that a retailer is 
making today still does not anywhere near take care 
of the replacement of his stocks, which stocks are 
dangerously high in cost and will some day recede at 
the expense of the retailer’s profit; so that our present 
profits under the most favorable conditions are still 
only paper profits. Prior to the war the conditions 
among retail shoe merchants were so bad that 75 per 
cent of them could not “settle up” at one hundred 
cents on the dollar, and only after a great deal of 





education were retailers able to bring their net profit 
up to from five to six per cent. The trouble has been 
that when shoe prices have advanced to meet con- 
ditions which the retailer cannot control, agitators 
have started a hue and cry about profiteering. To 
prove their case they have no scruples about taking a 
particular shoe or line of shoes, holding it up as a 
horrible example and as being typicale of the mer- 
chant’s entire business. 


Gross vs. Net Profit 


Another thought worthy of your consideration is 
that in speaking of profit the habit is to consider 
gross profit. With legitimate overhead expense con- 
sidered, it is easily proven from the Federal tax 
records that there has been no profiteering in the 
retail shoe business. The item of overhead expense in 
shoe stores throughout the country will come pretty 
close to averaging 30 per cent, which means that to 
merchandise a shoe at $10 which costs the retailer $7 
would put him into bankruptcy. 

The American public demands certain considera- 
tions and the merchant is bound to cater to thisdemand, 
This element of service is largely responsible for the 
degree of overhead cost. However, there is ample 
opportunity for the public to buy food, shoes, cloth- 
ing, and necessities generally in stores which handle 
merchandise in a very close, simple and inexpensive 
way. It is significant that rarely do we find such 
stores building up a very large business. Such stores 
never become competitors of the Marshall Fields and 
John Wanamakers, who give their customers beauti- 
ful store service, privilege of returning merchandise, 
credit privileges, and a wide range of stocks in great 
abundance. The same holds true in practically every 
mercantile business. For example, the largest busi- 
ness is done by hotels whose rates are from $6 to $10 
per day and not by the $2-per-day hotels. 


Widespread Service 


Profiteering can only be said to exist where indi- 
viduals or a set of individuals control a product or 
market that is a public need, and by reason of such 
public need and through collusion and control demand 
and obtam exorbitant prices. No such condition 
exists in the retail shoe business nor can it ever exist 
inasmuch as the market is wide open to all and its 
ramifications too numerous and varied to permit 
anything like control or domination. Keenest kind of 
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Merchants Co-operate in Full-Page Ads 


competition is present everywhere in our trade and 
therefore profiteering is doomed to failure from the 
start. 

Reverting to your bill, every cent or burden put 
upon the retailer by reason of Government control 
necessarily must be passed on to the consumer 
eventually. I repeat that shoes are retailed in the 
United States by efficient people on the lowest 
possible basis compatible with safe business. Every 
class of consumer is being catered to and with the 
keenest kind of competition insuring to the public 
the lowest possible prices. 

You have referred to the Central Leather Com- 
pany’s financial statement indicating that this state- 
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ment furnishes argument 
that enormous profits exist 
in our industry. If it can 
be proven that the Central 
Leather Company controls a 
market illegally the Govern- 
ment’s course is plain. The 
retailers of shoes are not 
responsible for dividends 
which may be shown by the 
Central Leather Company 
or any other leather manu- 
facturer be they large or 
small. What good does it 
do to irritate a sore, making 
it worse, but failing to cure 
the cause? 


A Factor of Added 
Expense 


Your proposed system of 
stamping the cost upon 
merchandise would create a 
great expense and by its 
complication every retail 
institution in the country 
would be turned into a mad 
house. To supervise such a 
system would greatly in- 
crease the consumer’s al- 
ready heavy burden of taxes 
and would accomplish noth- 
ing, because no merchant 
can stay in business with- 
out a proper profit. 

Statistics will prove that 
shoe retailers do not accu- 
mulate millions. The most 
shoe retailers feel they are 
doing well when they can 
own a Ford car. They do 
not maintain country es- 
tates, with retinues of serv- 
ants, in luxurious fashion. The income tax returns will 
give you the facts on this score. 

I am as vitally interested as any American citizen 
in the welfare of our people. I cannot conceive of.a 
better system for the progress and success of our 
country and the protection of our people from unfair 
practices than an open competitive field for all 
business. I submit to you that before you press for 
the passage of your bill you should first satisfy your- 
self that there is profiteering by shoe retailers and in 
this investigation I shall be very glad to give you my 
fullest assistance and co-operation. 

During the war Chairman Baruch of the War 
Industries Board repeatedly brought up the question 
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of retail profits. He went 
into the subject most 
carefully. While always he 
reached the conclusion that 
the figures adduced were 
most reasonable, he con- 
stantly brought up the ques- 
tion of whether there could 
not be brought about a more 
direct contact between pro- 
ducer and consumer, with 
consequent curtailment of 
prices. This would, of 
course, involve a complete 
change in the world’s meth- 
ods of business. Our Amer- 
ican merchandising system 
is no different than in any 
part of the world. It is the 
outgrowth and evolution of 
the distribution of labor. 


Greater Production Will 
Help 


I firmly believe that 
prices will never recede until 
we have greater production, 
better facilities of trans- 
portation and communica- 
tion, closer contact with the 
world’s production, free and 
open markets, and every- 
body striving to do an 
honest day’s work for an 
honest day’s pay. Thus 
more will be done toward 
reducing prices than through: 
any alternative yet sug- 
gested. 

The unsettled conditions, 
the constant labor troubles, 
the increasing cost of labor, 
shorter hours and the cur- 
tailment of production com- 
bined to create our present trouble. While 
the conditions in America are the concern of 
every honest and true American, they are yet 
less burdensome than in any other part of the 
world. Take shoes for example. We know that shoes 
cost more today in England, in France, and in Italy, 
and in fact everywhere else in the world than they do 
in the United States. Further than this, we can 
truthfully boast that the American public is the best 
shod in the world. 

The shoe industry is the most highly competitive, 
the best organized, and the most efficient in America. 
The shoe industry has never enjoyed the privileges of 
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A Remarkable Campaign in the Newsparers 


a high protective tariff and is one of the best examples 
of an industry that has advanced and achieved 
efficiency, world-wide, without Government protec- 
tion such as has been enjoyed by the textile industry 
and others. 

I earnestly ask you to consider the American 
merchant’s position in the light of the facts. 





Worcester Merchants Meet 


N. S. R. A. January Convention Boosted by 
Committee } 

Worcester retail shoe merchants held their October 

meeting and dinner Thursday evening, October 23, at 
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Hagan delighted all present 
setting forth in his force- 
ful manner the real accom- 
plishment of the N.S. R. A. 
and bringing every man face 
to face with the duty to sup- 
port it with a firm member- 
ship. 

It was voted to instruct 
the secretary to forward 
resolutions of sympathy to 
the family of the late Wil- 
liam P. Kingman, whose 
death occurred since the 
last meeting. 

It was also voted to pro- 
vide the Style Show Com- 
mittee of the National 
Convention with twelve 
models for the January 
Style Show. 


Voted as **Some’”’ Get- 
Together 


At 10.15 the meeting ad- 
journed, all voicing the same 
opinion that it was “‘some”’ 
get-together. 

The guests present were 
William Flanigan, manager 
I. H. Morse Company; 
William Plummer of I. H. 
Morse Company; William 
Wood, manager of I. H. 
Morse Company Shoe 
Stores, William Monroe, 
manager Regal Company, 
Providence, and J. P. 
Golden, salesman for Utz 
& Dunn Company, Roch- 
ester, New York. 


Extracts from Recorder “Primer of Prices’’ Generally Used 


Putnam and Thurston’s Cocoanut Grove. H. P. 
Shean, manager of the Hayward Shoe Store, 
president, was in the chair. The meeting was called 
to order and forty-five responded to roll call. Mr. 
Kenyoh, manager of the Regal Store, led in com- 
munity singing. 

Before the business session was held, addresses were 
given by Enslyn Gardner, secretary of the 1920 
Convention Committee, who outlined the National 
Convention plans up to date and urged members to 
attend. I. H. Morse of Lowell spoke of the work he 
and his committee was doing to organize New England, 
also stating some valuable facts regarding his ex- 
perience with the Federal Government. Henry E. 





Four Ads Illustrated 


What Louisville Did Towards ‘‘Telling the 
Public”’ 


Louisville, Ky.—The retailers of Louisville, twenty- 
four in number and including a number of the leading 
shoe houses, recently handled a series of four full-page 
advertisements in the newspapers of Louisville, in an 
effort to show the buying public that the high cost 
of labor and material in shoe manufacturing centers 
was responsible for the high retail price of shoes. 
In these advertisements arguments were advanced 
showing increases in labor and material, and showing 
that the manufacturers are forced to charge higher 

















Nov. 1, 1919 


prices, while the latter must 
pass it on to the jobber, 
the retailer and the con- 
sumer in turn. 

In .this advertising an 
effort was made to show that 
the average profit of the shoe 
retailers on a net basis is 
about seven per cent. It 
was also shown that labor 
has advanced 80 per cent 
over 1915 and material has 
tripled in value, resulting 
in shoes today being 122 
per cent higher than in 1915. 
This was a campaign in 
which plain statements of 
facts were made, without 
reference to _ profiteering 
charges, but to show the 
public that high prices could 
not be helped, and that the 
retailer was not to blame. 





War Department 
Purchases 


Estimated Future’ Ex- 
penditure for Army 
Shoes, $18,000,000 

Yearly 


The question of the future 
purchases of shoes by the 
War Department should be 
an interesting one to the 
shoe and leather trade. 
While it is impossible even 
for officers in charge to think 
- very seriously on this ques- 
tion until the future Army 
policy of the Government 
has been outlined by Con- 
gress, some interesting facts 
are available. Before the great European War 
the Army did not purchase in excess of 600,000 pairs 
of shoes per annum for which it paid in the neighbor- 
hood of $2.75 per pair, making the expenditure for 
shoes approximately $1,800,000. On the other hand, 
it looks now as though the standard Army of the 
United States would: probably be about 250,000 men, 
although a 500,000 Army is being strongly advocated. 
Basing an estimate on a 250,000-man Army and taking 
into consideration the fact that the Army is even now 
supplying the National Guard and training camps at 
various colleges, the number of shoes which will have 
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Setting the Public Right on Prices for Full-Page ads 


to be purchased in the future will be greatly in excess 
of past estimates. It is believed that the Army in- 
cluding the regular Army, the National Guard and 
those in training at the colleges will never be under 
1,000,000 men in the future. Figuring three pairs of 
shoes per year for each man, this would be 300,000,000 
pairs of shoes per year and at an average price of $6 
per pair it would mean that in the next few years, 
anyhow, the Government will probably spend about 
$18,000,000 per year for shoes. But this does not take 
into consideration the fact that some kind of universal 
training may be instituted by the Government. 
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Factory in 1876 
B. F. Work, President 
Workers of 20 years or 
more service 
Birds Eye View of 1919 
Plant 


At No Age 





Noy. 1, 1919 


Is a Man Unfit for Service 


Keynote of Novel F unction When Employes with Twenty Years’ 
Experience Gathered Together 


pany of Akron, Ohio, has ~ something like 

15,000 youngsters in its organization, that is, 
men from 18 to 45 years of age, some of its biggest 
men have long since passed the 50 and even the 60 
year mark. And that the company is proud of these 
men is proven by a recent unique banquet held in 
Akron. . 

At this novel function no one was given admittance 
who had not been in the company’s employ 20 years 
or more. The affair was attended by 160 men and 
women employes—the aggregate number of years’ 
service totaled over 4,000 years. Officials and work- 
men.alik®. wéeré-Among*the veterans, in fact*a com= 
fortable majority of them were superintendents, 
department heads, foremen, managers and sales and 
finance executives. 


\ LTHOUGH the B. F. Goodrich Rubber Com- 


Given.a Service Pin 


Much ‘credit and honor were given this group of 


employes.. During the meeting they advanced to be 
greeted. by President B. F. Work, who awarded each 
with a handsome gold service pin bearing four stars, 
each star representing five years’ service. With the 
exception of twenty-four, all of the “twenty-year-or- 
more” group are now active in the Goodrich organ- 
ization and many of them predict that their ultimate 
record of uninterrupted service will double their 
present figures. ; 

In two different instances father and son went 


forward to receive service pins, while in two other 
cases two and three brothers’ names were called. 
Six women were among the group, one of whom was 
the proud possessor of a thirty-one-year-service record. 
The oldest active man employe has been with the 
company for thirty-nine years. Goodrich executives 
and officials who have served twenty years or more 
and who received pins are B. F. Work, president; 
H. E. Raymond, vice-president; C. B. Raymond, 
second vice-president; W. A. Means, second vice- 
president; H. K. Raymond, second vice-president; 
E. C. Shaw and A. H. Noah, directors; M. A. Flynn, 
labor director, and E. C. Tibbitts, advertising 


manager. 





More Supplies for Army 

Washington, D. C., Oct. 28—The Leather Rubber 
Goods Branch of the Army Quartermasters’ Depart- 
ment received the following bids yesterday for 700 
pairs of officers’ dress cordovan shoes: Pels Shoe 
Company, $11.50 per pair; Stetson Shoe Co., $13; A. 
E. Nettleton Company, $14; Excelsior Shoe Com- 
pany, $11.50; Joseph M. Herrman Company, $12. 

The following bids were also received for 27,000 
pairs of leather counter pockets: L. G. and S. S. Co. at 
$ .085 per pair; George C. Lardon Manufacturing 
Company at $100 per thousand; and Rock Island 
Arsenal at $ .2425 per pair. 

The award for the 700 pairs of shoes was made to 
the Stetson Shoe Company at $13 per pair. 
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and your benefit. 
that could be derived therefrom. 


the information gained at that exposition. 
he purchased at that time. 


than the initial show held in July. 


Fall. 


structive shoe facts. 
accessories. 


Chicago National Shoe Exposition. 





Chicago Shoe Travelers Extend Invitation to Retail Merchants to Visit 
Semi-Annual Chicago National Shoe Exposition 


To the Retail Shoe Merchants of the United States: 

The Chicago shoe travelers invite you to attend the second Semi-Annual Chicago National Shoe Exposi- 
tion to be held at the Palmer House, Chicago, January 5-10, inclusive, 1920. 

This is your exposition. Itis being planned, arranged and held for your enlightenment, your education 


The first exposition held last July was sufficient proof of the need of such an institution and the benefits 


Every merchant who attended that meeting went away satisfied. 
He profited very materially also on the merchandise which 


The average merchant returned ‘home with a new conception of Chicago as a wholesale shoe market. 
He was both surprised and gratified at the showing of snappy, dressy footwear which he found in stock 
ready for shipment among Chicago wholesale houses. . 

Practically every merchant who attended the exposition in July was so well eteibit that he voluntarially 
pledged himself to attend the forthcoming show in January. 

The Chicago shoe travelers are bending every effort to make the forthcoming show better in every way 


The January exposition comes at a time when you as a merchant will be interested in knowing some- 
thing of the conditions that face you for the Spring and Fall seasons of 1920, and here you will be able to 
obtain this information which will be most valuable to you. 

Conditions are changing every day. They have changed since the last exposition, they have changed 
since you bought your merchandise for Spring, and they will, no doubt, change again before you buy for 


Here you will be able to gain more information in five days as to the conditions you will have to face 


than by traveling thirty or sixty days over the country. Here you will come into contact with representative 


men from every shoe manufacturing center of the country, who are in position to give you concise, con- 
For here will be shown approximately two hundred lines of shoes and shoe store 


We take pleasure in inviting you to partake of our hospitality and attend the Second Semi-Annual 


SHOE TRAVELERS’ ASSOCIATION OF CHICAGO. 


He profited very materially through 


Dave Davis, Secy. 








Unique Definition of “Credit” 


To Buy and Buy and Settle By and By 


tional Bank, of Chicago, is responsible for 
the following definition of credit: 
_“To Buy and Buy and Settle By and By.” 

Merchants in their relations to both the manu- 
facturers and wholesalers from whom they buy and to 
consumers to whom they sell have too often accepted 
this definition of credit. 

Many a merchant has impaired his credit with 
wholesalers and manufacturers and eventually put 
himself out of business because of negligence in 
handling his accounts. 

Lack of backbone and inability to say “No” toa 
customer is often responsible for héavy losses to retail 
merchants. 

Then negligence and fear of obtaining the ill will of 
customers is often responsible for failure to send 


D R. FORGAN, president of the City Na- 


statements and insist on prompt payment. Usually 
friends are lost rather than gained by such a course. 
Outstanding accounts accumulate and pile up and the 
merchant finds himself with a lot of uncollectible 
accounts on his books and a corresponding lot of 
unpaid bills for merchandise which he has bought and 
passed on to these non-paying customers. 

Statements and letters from wholesalers and manu- 
facturers are constantly reminding him of his in- 
debtedness, and before him he sees a gloomy picture 
of the future. 

He becomes discouraged and blue and gets sore 
on his business and loses all the joy and pleasure 
that come from services rightly rendered and justly 
paid for. 

Confidence, the basic stone on which all business 
rests, has been undermined and the business structure 
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topples and falls. All because the wrong construction 
has been put on that one word “Credit.” 

Credit rightly construed is the greatest asset that 
any man may possess, and in order to long possess it 
he must guard it as his choicest jewel and protect it 
with the utmost care. 

Trade acceptance is not a new institution but has 
’ come into prominence in business relations between 
buyer and seller within the last few years as a cor- 
rective method for the abuse of credits. 

The merchant who uses trade acceptances and meets 


held their twenty-second annual meeting 

October 22 and 23 at La Salle Hotel, Chicago. 
Meeting in charge of W. H. Caldwell, president. 
About 75 shoe wholesalers of the Middle West at- 
tended the meeting. 

Mr. Barnes, sales manager U.S. Rubber Company, 
made a very interesting and instructive talk on the 
present problems facing the rubber shoe manufactur- 
ers and the condition of the rubber shoe business in a 
general way. 

The matter of changing the time of issuing rubber 
footwear price lists and tennis price lists received 
considerable attention and evoked a very lively 
discussion among the wholesalers who sell rubber 
footwear. 

A questionnaire had previously been sent out by 
the chairman of the Rubber Committee to ascertain 
the sentiment of the various members of the associa- 
tion toward making the changes which have been 
requested by the National Retail Shoe Dealers’ 
Association. The result of the questionnaire indi- 
cates that the majority of the members of the Western 
Association of Shoe Wholesalers are in favor of chang- 
ing the date of issuing tennis price list from August 1 
to September 1. 

On the question of changing the date of issuing 
rubber footwear price lists from January 1 to March 1 
the majority were in favor of retaining the present 
plan and following out the method of selling rubber 
footwear that is now in vogue. nad) 

This is especially true with the wholesalers of the 
Northwest, where the largest sales of the heavier 
class of rubber footwear are registered. 

The principal reason given by these wholesalers for 
retaining the present date of issuing price lists and the 
present plan of selling rubber footwear is that their 
traveling men are not busy during January and 
February with their regular lines of leather goods and 


[ore Western Association of Shoe Wholesalers 





Western Shoe Wholesalers’ Convention 


Discuss Terms, Dates and Trade Abuses 
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the obligation imposed upon him by such use is 
considered a good credit risk by wholesalers and 
manufacturers. But the merchant who sells his 
merchandise on a cash basis or is prompt in the col- 
lection of his accounts so that he is enabled to pay 
cash to manufacturers and wholesalers and discount 
his bills has no need to use trade acceptances. 

The merchant who meets his obligations promptly 
is usually the man who is happy in his business, who 
is getting the joy and pleasure out of life, beloved by his 
family and an asset in the community in which he lives. 


consequently can devote their entire time during these 
months in selling rubber footwear. In this way the 
rubber footwear is corralled and the business all 
taken care of without interfering with the sale of 
leather goods. The sales of rubber footwear are in 
this way taken care of early in the year so the manu- 
facturers can proceed making and delivering and the 
wholesalers are free to devote their attention to the 
regular footwear lines. 

The salesmen also can feel that they have put the 
rubber footwear business behind them and can devote 
all their time and attention to supplying the needs 
of their merchant customers with leather goods when 
they start out on their regular selling trips. 

The minority view seemed to be that if price lists 
were issued March 1 after the merchants had practi- 
cally cleaned up on their season’s business that the 
buying of rubber footwear would be more intelligently 
done since merchants would be in a better position.to 
gauge the quantities needed of the various styles and 
kinds. 

Dating of Discounts 

Another discussion of intense interest was that 
brought forth by the report of the committee on 
“Dating Discounts and Overdue Accounts.” 

For several years the association has been en- 
deavoring to get its members to adopt a universal plan 
of datings and discounts so that each would be on an 
equal footing in these particulars. 

So far no definite terms have been arranged for, 
since each individual wholesaler has established 
certain rules and principles of doing business and many 
of them are loath to change. 

As a war measure many of the wholesalers adopted 
a strictly thirty-day basis and in many instances the 
plan has proven so satisfactory that it has been 
adhered to ever since. Forty-four out of fifty-eight 
wholesalers who answered the questionnaire seeking 

(Continued on page 57) 
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Too Much Dead Weight in “Overhead” 


The Excess Burden---SAP---Adds to the Cost of Doing Business---It 
Reduces Profits and Gives a False Viewpoint of Prosperity 


Mountain States Retail Dealers’ Association 

recently held in Denver, considerable time 
was spent in arriving at the items which were properly 
chargeable to overhead expense and by taking the 
experience of various merchants to determine the 
maximum and minimum allowable for the various 
items. 

Without allowing anything for profit, the total 
finally arrived at was from twenty-five to twenty-six 
per cent of gross sales. 

T. M. Callahan, head of the chain of Golden Rule 
Stores, which includes a number of establishments 
scattered through the Rocky Mountain States, made 
the statement that these figures were sufficient to 
allow not only for 
overhead expense, 


DD ‘Meum the round-table discussions of the 


about the same and the men in charge are men of 
about equal ability. 

The lumber from these mills is sold on a delivered 
basis. Month after month and year after year one of 
these mills showed a net profit of about $2 a thousand 
more than the other. The manager of this mill, as 
well as the officers of the company, was unable to 
explain the reason for this condition. It was decided 
in a directors’ meeting to send the head auditor of the 
company down to the mills to ascertain, if possible, 
the reason for this difference. After compiling and 
comparing some figures, having a short talk with the 
manager of each of these mills, the auditor an- 
nounced to the directors that it was not necessary for 
him to spend the time and money involved in making 

the trip, that the an- 
swer was in one short 





but also an ample 
profit in any of the 


word of three letters. 
That word was SAP. 


stores in the Golden 
Rule Chain. In fact, 
18 per cent was con- 
sidered amply high 
for any of his stores 
and most of them 
operated on consider- 
ably less. When 
asked for an explana- 
tion he told the story 
of a lumber business 
with which he is also 
connected which was 
about as follows: 
Mr.Callahan’slum- 
ber company operates 
a number of saw mills, 
several of which are 
located in the South- 
ern States. Two of 
these mills are simi- 
larly located, produc- 
ing the same elass of 
lumber from the same 
kinds of woods and 
relying on the same 
markets for disposi- 
tion of the lumber. 
Their labor charges 
are practically the 
same, freight rate 


Average Cost of Doing Business 


As Estimated by a Leading Shoe Trade 
Expert 


No exact figures showing the average cost of doing 
business in shoe stores the country over are available, 
but if such a statement was available, taking into con- 
sideration big stores and little stores, city stores, subur- 
ban stores and small town stores, the result figured on 
selling price would probably show about as follows: 


1. Buying expense 1.5% 

2. Prime cost of | (a) Salary and wages j 
selling (b) Advertising 10.5 

(c)‘ Returns and exchanges 

- Delivery . 5 

. Management 3.0 

. Office { Stationery 
| Stamps and supplies 1.5 


Rent 
. Fixed charges ; Heat and light 4.5 
Insurance and taxes, etc. 
. Upkeep and depreciation 1.0 
(a) Telegraph and telephone’ | 
(b) Janitor 
(c) Donations 
. Incidentals ¢ (d) Theft 
(e) Bad accounts 
(f) Merchandise sold not 
charged, etc. 








. 


- Interest 


Total_cost of doing business not including 


profit 
Add for profit 











It developed that the 
mill making the good 
record was located on 
high ground, had 
amply large yard 
space, so the lumber 
was openly piled with 
abundant air space 
and in consequence 
was well air dried be- 
fore being shipped. 
The other plant 
was located in a deep 
hollow where little 
sunshine reached the 
lumber piles. The 
yard was very much 
congested, the lumber 
was piled very high 
and the piles were in 
close proximity to 
each other and as a 
result there was little 
chance for air drying. 
The consequence 
was that lumber from 
this plant was much 
heavier and harder to 
handle. The men in 
the yards, although 
they worked just as 
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hard, loaded considerably less in a day. The teams 
likewise could not haul as many thousand feet at a 
load as was the case in the other plant more favorably 
situated, and this added to the cost. Besides all this, 
and wherein was the biggest difference between the 
two plants, was in the freight costs on the lumber from 
the mills to the market. 

The lumber was sold on the basis of so many dollars 
per thousand feet, while the freight was paid on the 
basis of so many dollars per hundred pounds. 

The company were paying their men for handling 
SAP, they were paying teamsters for hauling SAP, 
they were paying the railroad for transporting SAP. 

As a result of this investigation this plant was 
moved, put on higher ground, larger yard space con- 
sumed amd the profits thereby materially increased. 
They got rid of the excessive charge for handling and 
transporting SAP. 

The point made by Mr. Callahan was that in the 
chain of Golden Rule Stores they had succeeded in 
eliminating SAP from their overhead expense and 
consequently were making a profit satisfactory to all 
the stockholders where many other concerns were 
unable to exist. They pay good wages to sales people 
and everybody connected with the store, but see to it 
that each employe, whether manager, salesman or 
whatever his capacity may be, renders service in pro- 
portion to pay received. 

Sap in lumber is useless excess. It is that unseen 
element of moisture that adds weight and expense in 
handling and marketing. It is useless dead weight. 

Many a retail store is suffering from too much 
“sap; carrying too much dead weight in overhead 
expense. 

It may be a manager or proprietor who is more or 
less a figurehead, drawing a big salary and not de- 
livering the goods—is not in close touch with the 
sales force and his customers. It may be sales people 
who are not selling goods enough to justify the pay 
they are receiving or else are merely handing out 
merchandise which is not properly sold. It may be 
too much red tape in the office which prepares a lot 
of detail that does not tell anything worth while as to 
the store’s condition. It may be in advertising. Few 
merchants spend too much for advertising, but many 
get too little in results for what they do spend. It may 
be in not taking full advantage of windows and interior 
display. More frequently it is too much stock, too 
much investment, too many pairs in proportion to 
the actual sales; which means slow turnover and loss 
on accumulations of unsalable merchandise. 

This excess burden—SAP—may be in 101 different 
items, but it all means added cost of doing business. 
It reduces profits and consequently spells loss. It 
took a careful analysis by a man who knew how and a 
change of method to eliminate the $2 a thousand 
waste on the lumber. Likewise it requires a careful 
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analysis and a change of method to eradicate the sap 
from any other business enterprise, but once eradi- 
cated, it means more profit, more prosperity for the 
firm and every individual connected with it. 

The lumber company did not reduce salaries in 
order to achieve the saving. It simply eliminated 
that which was useless—SAP. 

Since the “‘mark-up”’ figured on the selling price in 
the average retail shoe store is considerably under the 
37.5 mark, it is evident that the average merchant is 
not making 10 per cent net profit. The estimate made 
that the average merchant was making from 5 to 8 
per cent profit is probably about right and well within 
the bounds of reason, while a statement that a mer- 
chant is making 35, 40 or even 50 per cent does not 
mean anything except confusion, distrust, envy and 


anger. 





Effective Window Trimmer 


At Washer Bros., Fort Worth, Texas—Showing 
Women’s Shoes and Hosiery 


Washer Bros., Fort Worth, Texas, has a high-class 
men’s and boys’ apparel store. The only articles for 
women’s wear which they carry are shoes and hosiery. 





Women’s Shoes and Hosiery Window of Washer Bros., Fort 
Worth, Texas. Trimmed by A. L. Meadows 


The shoe department was opened seventeen years 
ago and has a reputation of being the largest in 
Fort Worth. Robert M. Logan, the buyer and 
manager of the shoe department and third vice- 
president of the Texas Shoe Retailers’ Association, is 
a “live wire’ and much credit is due him for its great 


SUCCESS. 





Sell Quality---Then Price 


If you are showing Christmas goods of high quality, 
don’t quote the price until you have made the quality 
clear. You may frighten your customer if you do. 
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Experts Needed in Army Buying 


Plan Outlined Whereby $10,000,000 of Shoes Will 
Equip 500,000 Men Yearly 


- Washington, D. C., October 17—Major Joseph C. 
Byron, the well-known tanner of Williamsport, Mary- 
land, appeared last week before the House Military 
Committee. 

§: The particular facts which Major Byron took up 
dealt with the reorganization of the Army Quarter- 
master’s Department. Major Byron stated that in 
his opinion the quartermaster corps should be so re- 
‘organized that a man would be in charge of the pur- 
chase of the various commodities bought by the army 
who was thoroughly familiar with that commodity. 
Major Byron believes, he said, that these commodity 
chiefs should be all under one head. 

Asked concerning the purchase of shoes, Major 
Byron said that the Government had purchased some 
35,000,000 pairs of shoes during the war which 
averaged something around $6 per pair. He spoke 
at some length of the cancellation of shoe orders when 
the armistice was signed, stating that he had been 
able to cancel the shoe orders at about $1.20 per pair 
on $7.15 shoes and that he had made a deal to pur- 
chase lighter shoes which were then needed, and by 
the whole transaction saved the Government some 
75c per pair on some several million pairs of shoes. 
He used this illustration of his point that if a man is 
familiar with the industry he can take advantage of 
that fact in purchasing for the Government. 

Representative Greene of Vermont in questioning 
Major Byron stated that he had a theory to organize 
a separate division in the War Department which 
would take over the actual purchasing of commod- 
ities for the army and that the present Quarter- 
master’s Department would have charge of the dis- 
tribution of the same. In this connection Major 
Byron pointed out to the committee that if the army 
is composed of some 500,000 men that about $10,000,- 
000 worth of shoes per year will have to be purchased, 
and if a civilian clerk was employed to do this pur- 
chasing as outlined by Representative Greene he 
would probably receive a salary of from $2,000 to 
$3,000 per year. On the other hand, in the business 
world, Major Byron pointed out that his tannery 
does some $6,000,000 worth of business and that there 
are at least four executive heads who receive $25,000 
per year asa salary. He brought this out to try and 
show the committee that it would be impossible to 
get a practical business man to come and serve the 
Government at a Government salary unless it were 
for patriotic reasons. He stated that in his opinion 
either the army should adopt business methods or 
business men should be advised thoroughly of army 
methods so that in case of emergency a practical busi- 
ness man could step in and help the Government. 
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He pointed out the great difficulty which had been 
experienced during the recent war in the way of busi- 
ness men adjusting themselves to the red tape of the 
Government. Major Byron told the Committee that 
he believed it would be a good thing if after a man had 
graduated from West Point he were allowed to stay 
in the army service for about two years and then a 
certain number of men should be detailed to various 
industries, then coming back to the War Department 
they would be better prepared to purchase com- 
modities. In other words, Major Byron told the 
Committee he thought that the Department should 
have experts in each industry. 





Important Action in Washington 


New Campaign Against ‘‘Mid-Season Styles””— 
News of Profiteering Investigations and 
Price Stamping 


Washington, October 24— The attorney-general 
and his associates have decided to appeal to the 
women of the nation and urge them to discourage the 
frequent changes in the styles of clothes, shoes and all 
other articles. It is announced that the campaign is 
one to offset the “Buy Now” advertising of the re- 
tailers. 

The retailers are spending some hundreds of thou- 
sands of dollars every month in every city of the 
land, to bring their goods to the attention of the 
public and encourage business. They will be pained, 
perhaps, to learn that a department of the Govern- 
ment is using their tax money to persuade the pub- 
lic to do just not that thing. 

It is the expectation of the Department of Justice 
that by hitting the retailer good and hard he can be 
forced not to buy the kind of goods-the manufacturer 
has to sell. In other words, the retailer is to be used as 
a club. 

Members of Congress are getting awfully tired of 
some of the administration policies. Senator New 
was amazed when told stories about the way in which 
British interests had come over to this country last 
Spring and gathered in a large part of the fine leather 
available. He did not doubt the truth of the stories 
he heard, but he wanted additional information. So 
he went to Senator Calder and pointed out to the 
New Yorker that he certainly could get all the facts 
in the case. This Senator Calder agreed to do, and 
Senator New has been expecting daily to have the 
data on which to base the allegations he expects to 
make in the Senate. 


*‘Profiteering”’ a Tax Feature 


It is difficult in most cases to find out what the 
administration policies are. For instance, there is a 
lot of talk about reducing the high cost of living, but 
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AN EDITORIAL 


in a Boston paper a few days ago 
was headed thus; 

"WHAT IS COLLECTIVE BARGAINING"? 

Now, WE would say that any RETAILER, 
who BUYS A VARIED ASSORTMENT of "PLANT 
PROOESS* SHOES FOR WOMEN, does some 
REAL "COLLECTIVE BARGAINING" to HIS OWN 
ADVANTAGE. 


FOR THE BENEFIT OF OUR CUSTOMERS, 
who are expecting a CALL from OUR SALES- 
MAN, WE ARE PLEASED TO STATE, that it 
is OUR HOPE and INTENTION to GIVE YOU 
‘@OOD SPRING DELIVERIES, on ANY ORDERS 
placed within THE NEXT THIRTY DAYS, at 
SEPTEMBER FIRST PRICES. 


WE have had MANY INQUIRIES from OUR 
FRIENDS and CUSTOMERS on this IMPORTANT 
POINT, and are ENABLED to HANDLE it, by 
ENLARGING OUR PRODUCTIVE FACILITIES. 
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without profiteering the Government would go 
bankrupt. It is depending for running expenses on 
excess profit and war profit taxes. Cut down profits 
and the return to the Government is cut down to the 
danger point. The plain truth is that the Govern- 
ment virtually framed the taxes to invite large profits. 
It thought that better than levying direct consumption 
taxes. But when the cost of living inevitably rose 
and the people began to object, then the administra- 
tion began to make arbitrary moves to force prices 
down. This, in a way, brought business into disrepute, 
but it did not reduce prices. 

Prices never have been successfully reduced by 
Government edict. It has been tried over and over 
again, but always unsuccessfully. 





WESTERN SHOE WHOLESALERS’ CONVEN- 
TION 
(Concluded from page 52) 
to acquire this information reported that they are 
doing business on a thirty-day basis. Part of them 
allow one per cent, ten days, while others sell strictly 
thirty days net. Quite a number still retain the old 
plan of April 1 and September 1 as due dates and al- 
low a cash discount for anticipation. 


Trade Abuses Discussed 


“Trade Abuses” was discussed from many angles. 
The two particular topics under this head that 
received most consideration were “Returned Mer- 
chandise” and “Discounts Taken After Discount 
Date Had Elapsed.” 

Many plans were suggested to abate the evil of 
returned merchandise. Several of the wholesalers 
outlined plans which they had used with greater or 
less success. Many of them have tried to make an 
analysis to determine the reasons for merchants 
returning goods after they have been bought and 
delivered. 

Frequently it was found that what seemed to be 
unfairness on the part of the merchants really de- 
veloped that the fault was with the man who took 
the order or the man who filled it, while in a great 
many other instances no fair or legitimate excuse 
could be found why the goods should: have been 
shipped back. 

Many of the wholesalers complain bitterly because 
merchants persisted in taking discounts after the 
discount date had elapsed. With some merchants 
it seemed to be a chronic habit while with others it 
occurred only occasionally. In the latter instance 
there was usually a letter explaining that the ship- 
ment had been delayed in transportation and check 
was mailed as soon as goods had arrived and been 
inspected. Frequently the paid freight expense bill 
was sent along as co-operative evidence. Instances of 
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this sort the wholesalers were inclined to overlook, 
but felt that the merchants who habitually discounted 
their bills after discount date had expired were taking 
an undue advantage that was really intolerable. 

Very often such merchants as this feel that they are 
not getting due consideration from the wholesalers 
when they have occasion to return merchandise, when 
as a matter of fact the fault is their own because they 
have taken advantage of the wholesaler on former 
occasions by being unfair in the matter of discounts. 

The matter of cancellations received considerable 
attention and here again various methods were 
suggested to abate this trouble. 

The members of the Western Association of Shoe 
Wholesalers went on record as favoring standarized 
containers for merchandise shipment. While these 
containers, built according to specifications of Inter- 
state Commerce Commission, cost more than many 
other sorts of containers, it has been demonstrated 
that losses from broken open packages are far less 
than when ordinary cheap containers are used. The 
saving from using the better containers far over- 
balances the extra cost entailed in their use. 

Officers for ensuing year were elected as follows: 


President—Phil A. Becker, George F. Dittmann 
Boot & Shoe Company, St. Louis; vice-president— 
Glenn C. Wharton, F. P. Kirkendall & Co., Omaha; 
secretary—S. W. Campbell, 209 South La Salle St., 
Chicago. 

Executive Committee—New members: J. H. Mur- 
ray, A. W. Hartman Shoe Co., Duluth; P. T. Moody, 
Central Shoe Company, St. Louis; W. F. Lyon, Cady 
Ivison Shoe Company, Cleveland; S. O. Barton, Mc- 
Elwain Chicago Company, Chicago; S. J. Eisman, 
Chas. Meis Shoe Company, Cincinnati. 

Executive Committee—Hold-over members: Her- 
‘man Cushman, A.S. Kreider Company, Chicago; A. G. 
Ellet, Ellet-Kendall Shoe Company, Kansas City; 
C. A. Haviland, The Western Shoe Company, Toledo; 
V. J. Schoenecker, V. Schoenecker Boot & Shoe 
Company, Milwaukee. 

Executive Committee—Ex-officio: Wm. H. Cadwell, 
C. Gotzian & Co., St. Paul; Phil A. Becker, George 
F. Dittmann Boot & Shoe Company, St. Louis; 
Glenn C. Wharton, F. P. Kirkendall & Co., Omaha. 





Only a Memory Now 


McKays at $1.60 Once Were a Popular Product 
of Lynn 


Some Lynn manufacturers looked up prices of 
before the war, when a report got around the other 
day that prices would go back to normal. They 
found that Lynn once had a big volume of business of 
$1.60 McKays, and that was only four short years 
ago. , 
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THE AMERICAN HIDE & LEATHER COMPANY manufactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather; eighteen kinds of 
Chrome Side Upper; nine kinds of Combination and Bark Tanned Side 
Upper: six finishes of Splits: Bag, Case, Fancy, Collar Leather and Welting. 
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CARRE ZZ 
SOME AMERICAN HIDE & LEATHER COMPANY ’S TRADE- 
MARK LEATHERS — Calf:—Tan Royal, Royal Kid, Box, 102 Box, 


Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
waukee Patent, Boris, Kerwin, Waterproof, Sheboygan Calf, Peary Storm. 
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Leathers for Those 
Who Know What They Want 


TONY RED and CRESCO 


TONY RED continues to be the 
most popular colored calf leather 
because it satisfies the color sense of 
people of inherent good taste. 


TONY RED has been the leading 


TONY RED 
CRESCO 





(Made by 


Cresco has always been preferred 
especially for Winter wear because 
it remains the one calf leather that 
is both waterproof and will also 
take a polish. 


No other calf leather fulfills these 


two most important conditions as 


does CRESCO. 


COOK CO. 





““You Can't Think of Either Without the Other”’ 


Boston Salesrooms 
95 South Street 


39 Spruce Street 
New York 





Tanneries at 


Danversport 


P. A. Henry & Co. 


706 Broadway 


Cincinnati, O St. Louis, Mo. 


CREESE 


Leather Trades Bldg. 


tn 
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‘EXCELSIOR 


IN STOCK SERVICE: AUN 
eee SSS ee \\ 
24 HOURS WY 


mriE EXCELsion s 





STOCK SHOE DEPARTMENT y, 
All Orders for SHOES IN STOCK Shipped WITHIN 24 HOURS After They are Received 


“This Is an Opportunity That Should 
Appeal to Every Retailer Today.” 


TWENTY-FIVE STYLES OF BOYS. GENTS SHOES IN STOCK 


IN TANS AND BLACKS-GOODYEAR WELTS AND McKAYS 


WATCH THE PACES 


“IN STOCK CATALOGUE 


















































FINE GOODYEAR THE EXCELSIOR SHOE CO. HIGH GRADE 
WELT DRESS SHOES @ McKAY WELTS 
WE HAVEA STANDING : | MAKERS OF THE 
REPUTATION FOR THE |) || ORIGINAL BOY SCOUT 
WEARING QUALITIES || ||| SHOE. NOTE THE SCOUT 
OF OUR SHOES = | |] COIN ON EACH PAIR 

I} 

| peg sor my Bal ~~ Metal Bal. 
THE FINEST VALUES |) | Pate Yi, oes 35 rie Yarmatem *25| |i] OUR STYLES AND 
MODERATE PRICES LASTS ARE THE LATEST 


A PAGE FROM OUR NEW STOCK SHOE CATALOGUE 


NOW GOING OuT 


LOOK AT OUR STOCK SHOE CATALOGUE TODAY. If you do not have one 
write and we will send it by return mail- size your stock and send your order ‘today. 


The Fxcelsior Shoe Co. 


Portsmouth, Ohio. 
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Save Leather 


AD wean 


“ie Soles 
and Beltings 
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a We Have This 
Stylish Patent Boot 
in Stock 


No. B 314-A—Patent Leather Welt 
Boot, Mat. Kid Top, Three-quarter 
A most popular Fall Style Fox, Lace, 8'%-inch Height, Iroquois 


that has the correct degree Last, 23¢-inch Leather Full Louis Hee! 
of smartness to attract wo- with Aluminum Plate, Plain Toe. 
men who admire fashion- 

able footwear. 


SIZES AND WIDTHS IN STOCK: AA, 4 to 8; A, 3% 
to 8; B,3to8; C,24%to8; D,24%to7%. 


This shoe is certain to increase your sales and profits for 


the Fall and Winter. 


UTZ & DUNN CO. 


ROCHESTER . NEW YORK 


BRANCH OFFICES 


Denver New York City Los Angeles 

218 Charles Bldg. Bush Terminal Sales Bldg. 718 Story Bldg. 

TIGER & McNUTT 130 West 42d St. G. C. McATEE 
S. A. MCOMBER 
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POLAR- KLOTH 


THE WHITE SHOE CLOTH H PAR EXCELLENCE 


benieceitaa 


at 


CODCCIODOED TRAE TEDL E EE iin 


OTHING has been left 
undone to make and 


maintain POLAR-CLOTH 
the finest shoe cloth that it 
is possible to produce. 


SCAEOPALLUUPUEAAAT ALLTEL 


SUD 


EET R ITI TY 


Distinguished for its Fine 
Face and Even Weave, which 
give it an individual character 
that is reflected in the shoe. 


_ 
= 
_ 
= 
= 
= 


Thomas, Lake & Whiton, Inc. 
103 Bedford Street, 
(Corner Lincoln) 
Boston, Mass., U. S. A. 


EEE ETT Th HA 
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Re os Sts ea Nae ern 
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s| oaks | ate | she | ae oh aie ie le 


1c 
OOOO ec 


ihe Lucky What They 


| Have to 
Nath’l Adams Offer You 


Martin J. Bolger 

Jas. C. Hall 

Frank B. Newhall 

Frank Reese I—Lasts 


W. A. Seavey 


Frank J Slagle II—Patterns LaFRANCE patterns assure your 
patrons perfect fitting. 


ee a a a a ae pl 


| oe ae oe 
OOOO ee 
> 


—— a os 


IMO ICIC I 
ic 
IOOOOOMOOOOCIC CC eee ee ec or 


LaFRANCE models are always in 


line with latest style tendencies. 


Ic 
OOOO ie ee oe 


Te 
eS ee oo 


eo a oe ae 


Our buyers are continually in touch 
re r 
Ill—Leathers with the best markets. 


ae a ae ae et ae he i ae ae 


_ 
. 
' 
. 
nu 


[a a oe 


-_ Smartness — without _ freakishness 
IV Style models that will not linger on your 
shelves. 


| a oe ee |e 


OOOO ie i ee ec 


V—In Stock Largest number o% pairs—90% of 
your orders promptly filled. 


ViI—Demand Firmly established through years 
of national advertising and consis- 
tent quality. 


a a a | 


Vil—Customers Will ask for LaFRANCE shoes. 
They are all but sold when you 


buy them. 


Williams Clark & Co. 


MASS. 


— a aes 
NOOO ooo ec ese oe oe oer 


ee a So SS a) Se ae ae oer ape 


OOOO ee 


= = a a oes 


“ the warrant of value 
that makes you sure” 
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AN ANNOUNCEMENT 


Regarding Shoe Prices 
By 





McElwain-Barton Shoe Company 
KANSAS CITY, MISSOURI 





Factory Distributors of 


McELWAIN 


TRADE MARK 


SHOES 


N a recent newspaper article, Mr. J. Frank McElwain, president of the W. H. Mc- 

Elwain Company of Boston and president of the National Boot and Shoe Manu- 
facturers’ Association, was quoted as saying that shoe prices were “due for a tumble”’ 
and that prices have dropped 20 per cent since August 15. 





We greatly regret that this incorrect report was published. Everyone who knows existing 
conditions in the footwear market can appreciate that the news agency made an un- 
fortunate error. It is only fair to state, however, that the news agency has since sent out 
a correction. 


Following is the correct statement issued by Mr. McElwain: 


‘*The fact is that there has been a decline of approximately twenty per cent in the 
price of hides from the high point reached in August. It must, however, be borne in 
mind that Shoe prices have never reached the high peak represented by the August price 
of hides and have in reality been based on hide values no higher, and in many cases con- 
.siderably lower, than now prevail. Shoe Factories have today a larger volume of orders 
on hand than can be taken care of during the next three or four months. During that 
period they will require a large quantity of hides, leather and other supplies. Desirable 
leather is extremely scarce and cannot be quickly obtained. There is therefore no indi- 
cation of a recession in the price of shoes in the near future. It is my opinion that shoe 
prices for Spring will be no lower than at present.”’ 
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‘The centre of?, 
ancient Grecian f 
culture 


he Schmidt Calf Leathers 


PERMAN ae ae SATISFYING 
o the 
CULTURED TASTE 


© Sanned by 
Carl E. Schmidt’ Co, Inc. 
Watveyne 
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E lhe 
Schmidt 
‘Geli Wrevonn stele 


ae by % 


Carl E. Schmidt & Co.,Ine. 
Detroit Boston 


REPRESENTATIVES 


H.B.ALTENDERFER A.J.&8J3.R.COOK 
Philadel atte! 743 Mission Street 
C A Yolam@ a aelatue-cele) 


Saw © ONE ee ee a a a a a a 
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M-C. McKays 


You know the results you are striving 
for—so look for the policy that gives them. 

There is but one result to one policy, 
provided the same amount of energy is 
exercised. 

If your manufacturer first learns just 
what new shoes of good taste the times 
demand, and then goes ahead and makes it 
possible for people to purchase them easily, 
you know that he is serving the public so 
that you can serve your customers and gain 


their confidence in yourself. 


This is precisely the M-C. Policy—to 
produce M-C. McKays in the wanted 
styles at a price conservative to all. 


Are these not just the results you want ? 
You know where the policy is that makes 
them possible! 


AN 


MITCHELL- CAUNT CO 


FACTORIES - LYNN, MASS. BOSTON OFFICE-T2 LINCOLN ST. 


a= Made in (gynnz2sz~ 
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VENUS p Sin a Never 
Detachable LS Pull Off 
ALUMINUM — iain 


Heels Wi Break 
FHNEUAQQNENUNGOOAUAOOOU0AUOOLOUOUEE KUAMEALULON KUAAALLALG MEAL 
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The only detachable heels on the market. Made in all colors to perfectly 
match every shade of leather. Made in two sizes, to fit all sizes of shoes. Price 
75 cents a pair. 


VENUS Detachable ALUMINUM Heels outlast the shoes. When the old shoes are worn out 
VENUS Heels can be removed and attached on another pair. Easy to attach and will last a life- 


time. 


Manufacturers can use VENUS Heels with an absolute guarantee. Retailers will find an added 
argument in selling shoes with VENUS Heels. Your repair department can attach them at a good 


profit. 


G. EDWIN WHELAN 


Exclusive Sales Agent SPRINGFIELD, ILL. 


Manufactured by Detachuble Shoe Heel Mfg. Co., St. Louis, Mo. 














Consider, Subscribe to 
Mr. Merchant, Consider AMERICAN 


PREMIER Spats will meet the demand of the 

largest percentage of your trade. You can sell SHOEMAKING 
them at a moderate price. They are perfect fitting, 

smart and thoroughly stylish. The offer is worth 


your consideration. CONSOLIDATED WITH 
PREMIER Spats are made to sell readily and give 


absolute satisfaction. Kersey and felt. All styles, 

all heights, all colors SUPERINTENDENT 
Feature them for your holiday trade. 

Son ne AND FOREMAN 


Orders handled promptly. 





America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


























PREMIER GAITER CO., Inc. SHOE TRADES PUBLISHING CO. 


129 Grand Avenue 683 Atlantic Ave. 
BROOKLYN, N. Y. Boston, Mass. 
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pring styles 

that are the- 
final word. inwZ2 
modishness. 


/ 
Permanent + 
trade builders. 





‘Vln Mietiher tous. 


Rochester, N.Y. 


New York Ciby + Room 1os Grahen Blig. 
Church G Dyene Sts. Ar John C. Halliwell 












































































































































tT 
H > ail q 7 
af 22: ST Hitsst ig 
aagasr i ime fee. i 2 4334. 
PSS SKEESeesetes at ie se $4444 74S e 
BEET TTT Te Hy th 
eT ; 
The 
; 
Doris 
— 








SPreeCarge 














72 





BOOT AND SHOE RECORDER Nov. 1, 1919 








WAR DEPARTMENT 


Public Auction Sale of Surplus Leather 


Under direction of Surplus Property Division, 
Office of Quartermaster General, Director of Purchase and Storage 


VALUE OVER $1,500,000 


AT 
ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th STREET, CHICAGO, ILL. 


Starting 10 a.m. November 14, 1919, and continuing daily thereafter at 10 a.m. 
until stock is sold 


700,000 Ibs. RUSSET HARNESS LEATHER SIDES AND BACKS 
880,000 sq. ft. RUSSET COLLAR LEATHER, ALL WEIGHTS 


115,000 sq. ft. RUSSET CALFSKINS 

20,000 lbs. SOLE LEATHER BACKS ; 
50,000 sq. ft. RUSSET STRAP LEATHER, ALL WEIGHTS 
19,000 sq. ft. LATIGO LEATHER SIDES AND BACKS 


CONDITIONS OF SALE 


1. Bids to be made at an advance of not less than one-half of one cent per pound or foot. 

The highest bidder to be the purchaser, and if any dispute should arise between the bidders for any lot, it 
shall be decided by the Auctioneer. The Government reserves the right to reject any or all bids. 

3. Leather will be offered by tannage. No bid will be received for less than 500 pieces (unless quantity is below 
that amount), which bid will carry an option for the entire tannage of lot offered which must be immediately 
exercised. 

4. Foot leather will be sold according to marked footage as accepted by the Government. Pound leather will 
be determined at time of delivery, making an allowance of one pound per roll for wrappings, if wrapped in 


paper. No claim will be allowed after removal. 
5. Sale without recourse as to quality, grade or designation. The Government does not guarantee the tannage. 
6. The acceptance of the bids will be determined at the time the offer is made and all leather must be removed 
from the Government Warehouse within thirty days. 
7. The Government carries no insurance and all leather left in the Government Warehouse after purchase will 
be at the risk of the purchaser. 
8. Terms cash, f. o. b., present location of the leather to be announced at the sale. 
9. A deposit of $1,000.00 (certified check or cash) will be required before participating in the bidding, which 
deposit will be returned after the sale has closed if no award has been made to depositor. 
10. Samples of leather can be seen and inspected ten days prior to sale on application to Zone Surplus Property 
Officer, 1819 W. 39th St., Chicago, II. 
11. Any further conditions will be announced at the sale. 


Address All Communications to Zone Surplus Property Office 
1819 W. 39th Street, Chicago, Il. 
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Opening the Field 
to Lambertville 
Dealers 


We are telling folks all over the 
country the story of Lambertville 
Rubber Footwear. The full page 
displays in the Country Gentleman 
reproduced here and large space in 
eight other widely-read farm maga- 
zines are attracting a brisk ‘business to 
Lambertville Dealers everywhere. 














Practically all consumers of rubber 
footwear will be in the market for 
new supplies this year. Last year a 
large part of the world’s supply of 
rubber goods went into war service. 
This caused a great shortage at home, 
and trade this year will be unusually 
strong. 












We are prepared for a big business 
and are helping our dealers to a flying 
start with a strong campaign of con- 
sumer advertising extending through 
the season. 









We can still take care of a few orders 
for Lambertville Rubber Footwear. 
If no other dealer is handling our line 
in your territory, we will be glad to 














































give you an exclusive agency for our 
goods. Cash in on this advertising 
today. Wire your order at once. 









LAMBERTVILLE RUBBER COMPANY 
Lambertville, N.J.  ~ 
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A Word About Satins 


Ce SATINS are exceptional —especially in 
their strength. 


Don’t take our word for this, however. Let us give 
you the names of a number of high grade manufacturers 
of shoes who have satisfied themselves on this point. 


Right Now We Can Make 
Immediate Deliveries — 
Both Black and Colors 


Tell your manufacturer you want CASKO SATINS 


and SHOE CLOTHS. Every kind of fabric for the 
outside of a shoe is included in the CASKO line. 


4 ‘ ‘ 4 4 ‘ ‘ ‘ ‘ 


~ ‘ 4 - A ‘ es a 


* ta 





All Staple Colors or to Match Any 
Leather. 


CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 











4 4 “ r ry ‘ 
ne Seae = 
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Chicago Boston St. Louis 
A. J. HAAS J. K. REYNOLDS Co. A. W. BLISS H. C. KORNDOERFER & CO. 
10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 
Rochester - J. Cincinnati 
GEORGE G. SMITH W. A. BENNETT, JR. 
1015 Second National Bank Bidg. 


ne anne 
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No. 818—Patent Colt, Cloth Top, 
\| Hi-Cut Lace, me > Sole, McKay, 
ee. 2084—Patent Colt, Mat Kid anne wid . rr e pe 
‘op, year it \ —2, idth; -7, an 
Trodeure Lest ‘Nov ‘ng, “nutes, \..  D Width. Alsomadeinallleathers. 
in Stock. Sizes 5-8, D Width; XN 
8%-114D Width. P 





QUALITY 


Is the paramount thought in building K-Z shoes both from a standpoint 
of materials used, workmanship and the manner in which they are built. 


The K~Z line is a trade-builder because once a mother, the buyer of chil- 
dren’s shoes, fits her children with them you are relieved of the task of 
reselling her. The shoes have done that for you. 


Our salesmen are now out. A card from you will bring you information 
which will show you how to increase your children’s trade, as well as the 
profit of that department. 


K ALT-ZIMMERS MFG CO. 


7. Colo 4 Ae 2 —5 —2 oe 





MILWAUKEE WIS 
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MILWAUKEE 


HE MILWAUKEE AUDITORIUM, AN ORNATE STRUCTURE 
WHICH CCST $1,500,000, IS THE FINEST CONVENTION 
AND EXHIBITION BUILDING in the world. Covering an 
entire block in the heart of the city, and within walking distance 
of all leading hotels, it comprises seven separate auditoriums under 
one roof, the smallest seating 300 and the largest 10,000. Ma- 
chinery Hall, in the same building, affords 46,000 square 
feet of floor space for exhibit purposes. This structure 
will enable the National Association to stage all of its 
meetings under one roof, on one floor, and at the same 

time house the exhibits of manufacturers and tanners. 


BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 
HARSH = ee ae SHOE CoO. 
F. MAYER BOOT AND SHOE CO. 
NUNN. BUSH & yi SHOE Co. 
OGDEN SHOE Co. 

PFISTER 3 oe LEATHER Co. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 

ALBERT TROSTEL & SONS COMPANY 


Albert H. Weinbrenner Co. 











Nov. 1, 1919 BOOT AND SHOE RECORDER 77 






) 


TAILOR LAST 


Stock 866 Stock 3466 
Cordo Calf S.S. Blucher Cordo Side S.S. Blucher 
AA to E—6 to 11 A to E—6 to 1l 
$10.00 $7.65 


MHodcen 
| 
/ 


“A MAN’S SHOE BUILT FOR YOU” 


ALL IN STOCK — WIDTHS 
A CARD WILL BRING OUR REPRESENTATIVE 


OGDEN SHOE CO. 


Manufacturers 


MILWAUKEE, U.S.A. 
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REG. U.S. PAT.OFF 


Seminole Calf 


(Chrome Russia) 


in conservative shades 


A Light Tan, No. 33 
A Dark Tan or Brown, No. 35 


While this leather has a uniform color, tight break and 
rich shade, we call your special attention to the 


“Rubbery, Mellow Feel” 


which is a necessity in good shoemaking. Shoe manufac- 
turers having had trouble with bony leather are enthusiastic 
over this feature, which is conclusive evidence that same 
merits your consideration. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


— BRANCHES — 
Boston 4 Cincinnati Milwaukee 
New York Chicago San Francisco 
Northampton, Eng. 





St. Louis i. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


2 
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COURSRORGSERGREEERE 
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Like tires. 6 Sas 








Treads and Mats absorb shocks 


Every step on a hard cement floor is a jolt 
which wears the human machine. 


Pounding all day on hard floors means a tired 
out and less efficient man before night. It 
means less work accomplished. 


Often cement floors are so cold and damp they 
cause continual misery during the Winter 
months; and in many cases lead to rheumatism 
and other sickness. 

That means lost production for the factory, 
idle machines, and lost wages and doctor bills 
for the men. 


Like tires on a car Ezola mats are so springy 
they absorb shocks. 


They save men from getting so tired. They 
help to keep them in good health and make them 
efficient and contented. 


They are made of Carey Asphalt sandwiched 
between layers of asphalt saturated wool felt, 
and are surfaced with mica. 


They are cold proof, damp-proof, sanitary, 
elastic. 


Made in sizes from two feet square up. Save 
money by countersinking them when laying new 
floors. Write for particulars. 


The Philip Carey Company 


511-531 Wayne Ave. Lockland, Cincinnati, Ohio 









METAL BINDING ———______.-}, 
WOOL FELT 
ASPHALT 


WEARING 
SURFACE 
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THE ONLY 
SCREW HOLES 
IN THE WORLD y 








You drive the screw holes with a hammer in any 
material. 


The screw holes are made for wood screws or 
machine screws to fit all sizes of screws. The head 
is removed and you leave a permanent screw hole. 


Ce J The Stine Screw Holes Co. 
aS Once a Screw The Biggest 


Hole, Always | WATERBURY, COMM, U.S.A. | Tittle Thing 
in the World 























@ Screw Hole perantment 27 








Some of the Reasons Why Screw Holes Will Be Bought and Used and Not Become 
: Dead Stock for Anyone 

6—Screw h ate ane entieciy, new and Ge west: enp- 

ply is yet to be fur 

odinaa enable to standardize to wood or ma- 17—This is a progressive seaaieieaediainnsiitedite 


t= They con be ened without damage to secsiving rT 


chine screws in all material. arenes mira ot map i ap os 
3—They are made of brass and will not rust under ——e keep in the 
atmospheric or conditions. front line 
¢-ECONOMY—They save more time value than the tbe among fret ace wp i een hts 


rg eats nothing and for using 19—Be among the first to install screw holes in your 
wi them ‘when thgdheny- Aeon. lca pay All aaa ocraan 


6—Screw holes ha neoded ever since 
Se igs oe 2o—In epte of the high cost of brass, screw holes are 


a Sp Sah a HOT nets ang Geahewy Ms ain én —_ 
oh «RN CRT 2: GaN Sersning in all he. principal Trade Trade Jourale tat 
o—B. ee Se an 8 eae have the largest ition among 

| and in many materials @here it is impos- as well as users of screws. 

Site to use ccrews without them. 20—Do not let 


your customer ask Py screw holes 
before you have them in stock. EA LIVE WIRE. 
29—They make everlasting holes in any material. 
tonto epectel suvews ave wooded. ‘These screw holes 
y wood screw or machine screw now in stock. 24¢—They mean “Plag-No-More” screw holes. 
io ee 


must carry 
them in stock, Because the line of screws is not = nage og a 
ee ee 27—Send for a sample and convince yourself. 
apn ny Any bang By screws are used 28—Mechanics who see thém say, “What do you think 
we these screw holes to fit the ecrews. of that?” 
1 Sean cane all dealers in screws and In fact there are NO REASONS why screw holes 
unsd sem” ~ °° should N NOT be used. as +4 


sonTheee ee Be only ventpanade eenew Rete in tho 


Each of these reasons are enough to sell Screw Holes. There are many other reasons. 


Write at once for our handsome Color Card showing screw holes in various materials which will be 
sent on request, together with samples and price list. 














THE ADVANTAGES OF 


(2) 






P erfection 


Circlettes 
D 


With the Sharp Shoulder and Broad Wear- 












ing Surface 
They don’t scratch floors They do protect 
They don’t wear alippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 





PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2, 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 





The Crawford Arch-Supporting Shank is an 


integral part of the shoe, not an appliance 


added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 


sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Philadelphia 


Rochester, N. Y..........+. 130 Mill 


1423 Olive 
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QUALITY SHOES 

Quality is a synonym for Chicago shoes. 
Chicago is known the world over as The Great 
Central Shoe Supply Market of America. 

The buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits. 

IN STOCK 

The manufacturers and wholesalers of Chicago, 
through their In Stock Service, meet every price 
and every trade. For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 

Genuine values—In Stock Service— 
Al Transportation facilities. 
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POLISH CO. 


SINSHEIMER BROS. 
J. W. CARTER CHICAGO CO. 


HENRY KLEINE & CO 
THE STANWEAR SHOE CO. 


SMITH-WALLACE SHOE CO. 
HARRY M. 


NOVELTY SHOE CO. 
GEORGE E. 


R. 
THE AMERICAN SHOE 
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to all the people all the time. 











to the Union man and his family. 














is knocking daily at your door. 








Boot and Shoe 
Workers’ Union 


Affiliated with the 
American Federation of Labor 
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COLLIS LOVELY, - General President 
CHAS. L. BAINE, General Sec’ y-Treasurer 
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Union Stamp shoes alone are acceptable 


They not only appeal to the average cus- 
tomer, but are the only shoes acceptable 
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Do not fail, Mr. Retailer, to stock Union 
Stamp footwear and meet the demand that 





246 Summer Street - Boston, Mass. 
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PLENTY 
OF GOOD 
SHOES 
IN-STOCK 
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We'll help anyway. 


It isn’t guessing and it isn't a question of 
knowing. One man feels he wants to play 
safe, another takes chances. 


What is done isn’t a matter for our discussion. 
Our business is to give you shoes when’ you 
need them. 


If you wish to order large lots ahead of time, 
as usual the man in your state will talk to you. 
Should you prefer to work from hand to 
mouth our Stock Department is in tip top 
condition to make good. 


PLENTY OF 
SHOES 
IN STOCK 


will help you in this period of industrial unrest, and 
will also assist in filling every demand as it actually 
arises. Over 100 styles on hand is something no 
manufacturer in our grades can promise. 


Particularly we are overjoyed that by investigation 
we find our prices way better than elsewhere. Yet 
though we are right that way we have added—rather 
than taken away—to our policy to build and finish 
every: pair to live up to the reputation that 


THE PUSH IS 
_ IN THE SHOES 


What else can a live merchant want? 
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Well, How Are You 
Tackling Price Conditions 


ASK FOR 
OUR NEW 
STOCK 
CATALOG 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never] has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 

can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 


more than 
6,000,000 


outdoor 
workers. 
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BOOTS AND SHOES 


Weather Unfavorable for Retail 
Demand—New Processes in 
Manufacture 


Seldom has there been an Autumn 
when there has been more damp, wet 
weather, yet fewer severe storms than 
the present. It would seem as if the sun 
would be hidden for a week at a time, 
yet the rainfall, almost constant, was 
hardly enough to cause great dis- 
comfort, or to warrant any great 
demand for overshoes or rubbers. Shoe 
merchants have their stocks of rubbers 
sized out and ready for the sudden 
demand which failed to come in 
September or October. Whether the 
present month will compensate for this 
remains to be seen. 

Considerable interest is manifested 
in manufacturing circles in the new 
method of making arctics by machinery. 
Hitherto all rubber footwear has been 
made by hand. But the United Shoe 
Machinery has studied the rubber shoe 
problem, and has invented new machines 
or adapted present ones, and has them 
working in some prominent rubber 
factories,with reports that the machines 
show a more uniform product than is 
possible in hand-made goods. If. these 
machines prove successful and are 
adopted by the rubber footwear manu- 
facturers, such action may solve the 
production problem which confronts 
the industry, namely the shorter work- 
ing week which results in diminished 
output. The experiment will be watched 
with interest by the entire industry. 
That machinery has almost revolution- 
ized the manufacture of 


Tennis Goods 


is an established fact, for nearly or 
quite every factory making such goods 
has more or less machinery and is using 
methods nearly or quite the same, in 
several operations, that are in vogue in 
the factories where leather shoes are 
made. The old fashioned, rubber-soled, 


canvas-upper tennis, or sneaker, is still 
a hand-made product, but the hand- 
some outing and Summer resort piazza 
shoes are now made more nearly on 





A 


The Rubber Realm 
Market Review of Rubber 
hatte a and Prices 


shoemaking lines, and on modern lines 
in which machinery is utilized. 

Every tennis shoe factory is busy. 
Every one could use to advantage 25 
to 50 per cent more help than is today 
available. The demand proves that the 
trade—producer, seller and consumer— 
believes that next Summer will be the 
record season for this kind of footwear. 


CRUDE RUBBER 


Plenty in Ships’ Holds, but Little in 
Storehouses 


The crude rubber market is greatly 
influenced by local conditions. The 
longshoremen’s strike in New York has 
resulted in such shortage of spot rubber 
that dealers’ stocks are practically 
exhausted; meanwhile vessels and 
steamers are lying at the wharves with 
big amounts of rubber in their holds 
which no one will unload. Notwith- 
standing the large amounts which are 
landed at Pacific ports, a large pro- 
portion of the trade depend on New 
York as their principal purchasing 
point. The labor trouble which has 
brought receipts of ocean freight to a 
stand-still is seriously affecting many 
industries, and the rubber industry is 
one of them, as some manufacturers, 
whose direct importations could not 
be unloaded from ships in the harbor, 
were forced to buy to continue pro- 
duction. With this unusual demand 
on the dealers, prices naturally ad- 
vanced. That these will ease off is to 
be expected as soon as the matter of 
unloading and forwarding returns to 
normal. First latex pale crepe is quoted 
53 léc spot, and 53c for balance of this 
year and all of 1920. Para grades 
are quiet with little change except 
up-river coarse, and upper Caucho 
ball, which remain scarce and dis- 
proportionately high. Centrals re- 
main as last week. Guayule in small 
supply, but sufficient for the light de- 
mand. We quote spot prices; 


First latex pale crepe ...... .53% 
Smoued eects 2... 5.5... .52% 
ROW CRI: oo. 0: 0.0.5.0. cigrencwacs 44@.45 
Upriver fine para .......... 52@.53 
DM TIN oii S os 6n S204 Sa 48@. 481% 
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Efren 


MIGHIVOP GOGTED 2. .63.65.05 .34 
Islands coarse ............. . 23% 
Caucho ball upper ......... 35 
Caucho ball lower.......... none 
Re Be > 
Centrals and Mexicans ..... 33@. 34% 
Guayule (20 per cent mois- 

ON on sh hte nds ase 25@. 27 


Guayule washed ond dried. 


SCRAP RUBBER 


Some Demand at Firm Prices 


While the scrap rubber market as a 
whole is almost comatose, the one 
branch showing any activity is boots 
and shoes, and these are far from any 
abnormal briskness. In fact demand is 
dead, except for the call for scrap boots 
and shoes, reclaimers buying right 
along, but with a care for moderation in 
fear of advances, should the demand be- 
come large or insistent. There is still a 
strong suspicion that collectors are hold- 
ing back large stocks in hopes of an in- 
creased demand, with its consequent 
advance, but very little 
being offered to dealers at present. 
It is believed, however, that heavy 
weather and snow would greatly in- 
crease supplies, in which case present 
prices may not be maintained. 

Scrap boots and shoes: $8.50 to $8.75 
in Boston; $8.35 to $8.50 in New York; 
$7.75 to $8.00 in Philadelphia, and $7.50 
to $7.75 in Chicago. 

Trimmed arctics: $6.50 to $6.65 in 
Boston and New York; $5.60 to $5.75 
in Philadelphia; $5.25 to $5.50 in 
Chicago. 

Untrimmed arctics: $5.50 to $5.60 
in Boston; $5.25 to $5.40 in other 
markets. 


Fewer Failures 


1919 Figures 3,483 Less Than Cor- 
responding Period 1918 


R. G. Dun & Co. report 4,586 
failures, involving $88,941,608, in the 
nine months ending September 30, 
as compared with 8,069 failures, in- 
volving $122,975,024, in corresponding 
period in 1918. 
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“TRUFORM” 


VAMP MOULDING 
MACHINE 


Patents Pending 





YOU SAVE 10@ IN 
VAMP LEATHER 





you can save 3 feet of upper 

leather on every 24 pair you 
cut over your Blucher Bal Vamp 
Patterns! If the average price 
of upper leather is 75c per foot 
and you cut 100 cases per day, 
you will save $210 per day! 


THE TRUFORM WILL PAY FOR 
ITSELF IN LESS THAN 48 HOURS 


Manufactured by 


Conaway-Wadsworth Pattern Co. 


MILWAUKEE, WISCONSIN 


Eastern Agent, Boston Machine Works 
LYNN, MASS. 
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H” HOWhite—— 





Bag Powder 
The Instant Cleaner 


for White Shoes 


O many customers request a white 
shoe cleaner that will actually 
clean that OH HOWhite meets 


with a ready and constant sale. 


There is no liquid to spill—it is easily 
packed in handbag when traveling—is 
always clean and available and invari- 
ably gives satisfactory results. 


Get OH HOWhite on sale at once. It’s 
a great little profit maker. 


In Stock for Immediate 
Deliveries 


Sample Dozen Sent on Approval 
$8.50 a gross, 5% 10 days 
-75 a dozen, 2% 10 days 


Orders Taken for Next Spring Delivery 
at Same Prices 


Jobbers Write for Prices 


Edw. H. Johnson Mfg. Co. 


115 WASHINGTON STREET 


TRENTON, N. J. 


Inc 
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We make deliveries— 
not promises ! 


HE SIMON HALPERIN CO. 


121 W. 17th Street, New York 


SC EHEHOKO enna taatotatoratatat 


FELT— 
COLORS 
CASTOR 
FAWN 
BROWN 
PEARL GRAY 
BLACK— 


PRICES UP TO $30.00 
PER DOZEN. 


KERSEY 
BUCKCLOTH 
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IN STOCK 
WIDTHS, A, B, C, D. 


$9.00 






MAHOGANY CALF 
BAYONET LAST} 


The best selling shoe of 
the season. 
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THE PRETTIEST ENGLISH 
LAST YOU EVER SAW! AND A 
SPLENDID FITTER. IT HAS 
BEEN IMPOSSIBLE TO KEEP 
ENOUGH IN STOCK. THOU- 
SANDS OF PAIRS MORE ARE 
NOW READY TO SHIP. SEND 
US YOUR ORDER EARLY. 
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Vaugnan's 


Ivory SOLE LEATHER 
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Ideal for smart summer wear 
-- dress, street and sport 


White clear through --its 
edge is its own and -~- - 


costs no more than other good 
sole leather. 


GEORGE C. VAUGHAN 


Tanneries at PEABODY, MASS. 
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Men's Smart Brogue of. . , 
White Buck with Russia 
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AT FULL SPEED 


Retail Shoe Merchants Are Buying 
Earlier and Heavier 


The St. Louis manufacturing plants 
are running full on stock orders for the 
current and near future season, while 
advance orders from the salesmen for 
Spring are coming in freely. The plants 
making staple goods are full of work 
and there is no lack of call for the output 
of any of the St. Louis plants. Specialty 
plants are expected shortly to withdraw 
their men from the road because of a 
sold-up condition. The reports generally 
are that retail merchants are buying 
earlier than usual this season and in 
larger quantities for Spring, having 
apparently decided not to take any 
chances on late buying, this before the 
McElwain matter developed. It is a 
little early yet to determine what 
ultimate effect this will have on the total 
of the current orders for Spring delivery. 
Shipments are moving out in good 
volume and there is also a good call 
from merchants for fill-in merchandise 
on seasonable goods. Mail orders as 
well as those sent in through the 
salesmen are evidence of a good demand 
from the consuming trade. The local 
retail trade was quiet prior to the 
change in weather, but the cooler 
temperature started the buying and it is 
in good volume now. 


NEW SHOE PLANT 


Van Kleeck’s, Inc., Will Soon Be 
in Operation 


The new shoe concern, Van Kleeck’s, 
Inc., recently announced, will have its 
factory at 1908 Locust Street, and 
considerable of the new equipment is 
on the way from the factories. It is 
hoped to have the new plant in opera- 
tion within a very short time. The 
initial capacity. will be 1,000 pairs 
daily of women’s high-grade turns, 
although it is not expected that at the 
beginning more than 500 pairs daily 
can be turned out. J. M. Van Kleeck, 


News in 












ments m America’s Shoe 


TOOT 


St Louis 


who will be in charge, was for a num- 
ber of years in charge of the Ameri- 
can Lady plant of the Hamilton-Brown 
Shoe Company as designer. 


NEW CATALOG 


Illustrating Leo Gordon Shoe Com- 
pany, Inc.—In-Stock Fall Styles 


The Leo Gordon Shoe Company, Inc., 
manufacturing distributors of women’s 
fine shoes, has issued an attractive col- 
lection of style plates entitled ‘Fall 
Showing in Stock.” 

The shoes illustrated embody the 
newest style features of the day at 
prices that will appeal readily to the 
alert shoe buyer. 


BOSTON, JANUARY, 1920 


Associated Shoe Retailers to Send 
Many Members to Convention 


The Associated Shoe Retailers of 
St. Louis had their October meeting 
and dinner at the Riverview Club 
recently with a good attendance. The 
chief speaker of the evening was Carl J. 
Baer, production expert, who is engaged 
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at present in establishing a new bureau 
in the St. Louis Chamber of Commerce, 
which shall have special charge of the 
development of the trade territory sur- 
rounding St. Louis. The reports on the 
membership campaign of the organiza- 
tion indicated that a very live interest 
is being taken in providing the associa- 
tion with a fully representative member- 
ship by the time the National conven- 
tion is held in Boston in January. 


INCREASED CAPACITY 


Plans Being Made by Sunlight 
Factory of Hamilton-Brown 
Arrangements are being made to 

increase the capacity of the Sunlight 

plant of the Hamilton-Brown Shoe 

Company at St. Louis. An addition is 

to be erected and equipped to house the 

non-productive machinery and other 
departments of the plant and thus 
releases to shoe manufacturing all the 
space in the original factory building. 

The new space gained will be approxi- 

mately equal to a full floor of the build- 

ing and this will be given over to fitting- 
room purposes entirely. 


Cincinnati 


BUSINESS FAIRLY GOOD 


Shoe Merchants Explaining High 
Prices Over Fitting Stool 


The retail shoe business in this center 
for the week just past is reported as 
fairly good by the local merchants. 
Merchants here say that cold weather 
is needed in order to get the buyers out 
to purchase their Winter shoes. 

The local merchants state that they 
have had few customers to come into 
their stores and complain about the 
prices on footwear. The merchants 
everywhere have done much missionary 
work over the fitting stool with regard 
to the price situation, They have 
explained the high prices and when a 


newspaper, misquotes a prominent per- 
son in the shoe industry they can do 
more than anyone else to right the 
wrong by presenting the facts to the 
consumer. The local retail shoe mer- 
chants are ever on the alert to keep 
their sales forces well informed about 
market conditions and all other factors 
that affect the price of shoes. 


ATTRACTIVE WINDOWS 


The Scholl Mfg. Co. Trims Are 
Eye-Compelling 

This week has been a week of many 

attractive show window displays of the 

Scholl Manufacturing Company. Be- 

sides a great number of trims in the 
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_ Womens Shoes * 








IN-STOCK 


Deliveries At Once 
Goodyear Welts, 9-inch Lace 
Beets. ag ot and aw Heels. 
Mm « « $6.35 
| nd Kid... 64 
Selected Stock. 
Terms 2%-10-net 30 days. 
BARNETT SHOE CO. 
110-112 Summer St., Boston, Mass 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 











COLLINS & STAPLES 


_ Makers of HAND TURNED 
PUMPS 





Factory,118 Phoenix Rew 
Beston Office, 110 Lincoln St. HAVERHILL, MASS. 











ARTMAN SHOE COMPANY 


HAVERHILL, MASS 











o omfort Shoes 


Juliets — Oxfords — Bals 
a yg eg 


Ties —- Three 
Gored Front Oxfords — 
sea kekayeang: was 
‘arm 
fined Men's Slippers. 
TIMSON BROS.,, Ine, 
Boston, Mass. 





The Line of 100 Styles 
f Comf. 








NY Aimerica’s foremost 
FELT SLIPPER 








Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 











UESTIONS 
ANS D QUICKLY 


in ‘“*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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windows of the leading downtown re- 
tail merchants a number of the local 
findings jobbers have also had eye- 
catching trims. 


IN THE SHOPS 


News from a Group of Retail Shoe 
Merchants 

Business at the Gibson Boot Shop 
has been fairly good during the past 
week according to William Seekatz, 
manager. 

C. L. Patterson, manager of the 
Stetson Boot Shop, reports that he will 
be ready to move into his new store at 
number 5 East Fourth Street from his 
present location at number 8 East 
Fourth, in about two weeks. His new 
store which is also in the Sinton Hotel 
building will be of sufficient size to 
allow a much larger stock. Mr. Pat- 
terson reports business good. 

The Potter Shoe Company has been 
enjoying some exceptionally good busi- 
ness during the past week. In keeping 
with the times this company recently 
adopted the new plan of displaying foot- 
wear in the show windows, or fewer 
styles more artistically displayed. The 
presence of a floor-lamp now lends a 
better atmosphere to their entire trim. 
Harry McLaughlin, manager of that 
company, left this week for the East 
where he will study conditions in the 
industry. 

G. R. Van Meter, manager of the 
Bostonian Shoe Store, says that his 
business has been exceptionally good. 

The Smith-Kasson Company has one 
of the finest women’s shoe depart- 
ments to be found in the country. 
This department was opened only a 
few months ago. It is located on the 
fourth floor, having been formerly 
located on the ground floor. Ac- 
cording to D. E. Hayman, vice-presi- 
dent of the Smith-Kasson Company, 
the business of the women’s depart- 
ment has doubled since it was moved 
to the floor. This company recently 
opened what is considered one of the 
finest women’s ready-to-wear depart- 
ments in this country. It is fitted 
exquisitely. The color scheme is in 
delph blue and ivory. 

W. E. Geisting, manager of the Regal 
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Shoe Store, states that business has been 
very gratifying. He says he is selling 
the very best of merchandise, with no 
complaints about price. 


A LOCAL WEDDING 


Stanley Duttenhofer Becomes 

Benedict—Honeymoon in East 

Stanley Duttenhofer, advertising 
manager of the Val Duttenhofer Sons’ 
Company, became a benedict recently. 
His wedding was solemnized within the 
historic walls of Saint Francis de Sales 
Church. Mr. Duttenhofer and _his 
bride expect to spend most of their 
honeymoon in the East. 


A VISITOR 


Manager of Dayton Insole Company 
Calls on ‘‘Recorder’’ 

C. L. Tranchant, manager of the 
Dayton Insole Company, was a visitor 
in Cincinnati this week. While in the 
city he called at the “Recorder” office. 
He reports that he now has all of his 
machinery installed and is operating in 
full sway, in an effort to fill the large 
number of orders for the Dayton insoles 
and foot warmers. 


LOCAL BRIEFLETS 


News from Messrs. Peitzuch, Orr 
and Harry McLaughlin 


According to Joseph Peitzuch, the 
women’s shoe business has been very 
good thus far this Fall, in spite of the 
fact that there have been many disturb- 
ing factors adverse to good business. 
Warm weather, for one thing, has caused 
many women to wait and buy later. 

J. P. Orr, president of the Potter 
Shoe Company, is spending a short 
vacation at White Sulphur Springs, 
W. Va. He is expected back at his desk 
soon. 

Harry McLaughlin of the same 
company was recently in Columbus, 
where he attended a meeting of the 
officers of the Ohio Valley Retail Shoe 
Dealers’ Association, called at that city 
by C. K. Chisholm of Cleveland. The 
questions brought up for discussion 
mainly hinged around the topic of the 
next convention and where it is to be 
held. 


Detroit 


OXFORDS AND SPATS 
Heavy Ribbed Woolen Stockings 
Worn with the Brogue 


Continued demand for oxfords, and 
spats to wear with them, has been the 
most noticeable feature of the October 


trade. The call for oxfords in the high- 
grade stores has been most marked. 
With this demand has.come a demand 
also for heavier hosiery. The intro- 
duction of the brogue oxford, which is 
one of the best sellers in Detroit at this 
time, has brought into use the heavy 

















“OS TE os Rh Mae No mayer 








Nov. 1, 1919 


ribbed stockings worn by the English 
with this class of footwear. Women 
who have worn the sheerest of silk 
hosiery are changing into the heaviest 
of wools in an effort to follow the 
vogue. 


DETROIT BRIEFLETS 


Regarding Buckles—A New Shoe 
Store and a Department 


Buckles are selling in increased quan- 
tities and at higher prices. Popular 
prices in the better-grade stores run 
between $25 and $50 per pair. 

The first E-B Boot Shop for men 
opened on October 18, at 11 Grand 
River Avenue, West, ‘‘a few steps from 
Woodward.” This is the first of a chain 
to be opened in Detroit. 

M. Goldstrom, formerly manager of 
the shoe department of Goldstrom’s 
Department Store, 715 Oakland Avenue, 
owned by his father, has opened a shoe 
department in Berman’s Clothing Store, 
90 Woodward Avenue. 


FRONT REMODELED 


At the E. & R. Shoe Store, Wood- 
ward Avenue 

The E. & R. Shoe Store at 120 Wood- 

ward Avenue is having the front re- 

modeled. More light into the windows, 
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which extend far into the building, as 
well as a better appearance, is expected 
from the changes. 


AN ADVERTISEMENT 


To Reassure Public, Issued by 
Thayer McNeil Company 

Thayer McNeil Company, 41 Wash- 
ington Boulevard, has issued an ad- 
vertisement which Manager Frank J. 
Casey believes should have a reassuring 
effect upon the public. He _ believes 
that right now is the time for shoe 
merchants to be moderate in their mark 
ups, that profits should be pared closely 
as an aid in bringing about a more 
normal condition in the shoe trade. 


SHOE DEPARTMENT 


Opened in Lyon’s Clothes Shop, 
Windsor, Ontario 

Ken McKay has opened a shoe de- 
partment in Lyon’s Clothes Shop in 
Windsor, across the line from Detroit, 
under the name, The Boot Shop. 
The Clothes Shop has been catering to 
the young men for several years with 
unqualified success and the addition of 
a boot shop will prove advantageous to 
both lines. Ken McKay is a returned 
soldier and well known among the 
returned men. 


Grand Rapids 


A GOOD TRADE 


Demand for Better Grade Shoes 
—Cheap Lines Not Selling 


The retail trade is reported excep- 
tionally good this Fall, coming up to the 
high standards established during the 
Spring and Summer. The demand both 
for men’s and women’s shoes is for the 
better grades, from $10 to $12 for men’s 
and $10 to $14 for women’s, while the 
cheaper shoes are comparatively neg- 
lected. 


WHOLESALERS’ EXCURSION 


Annual Trade Extension Four-Days’ 
Event 


All the jobbing and manufacturing 
houses were represented on the whole- 
salers’ annual trade extension excursion 
recently. The wholesalers, representing 
all branches of trade, chartered a special 
train of Pullmans and spent four days 
visiting the trade from Southwestern 
Michigan to the Indiana State line, 
with stops at practically every station. 
D. T. Patton, of the Grand Rapids Shoe 
& Rubber Co., says trade in the terri- 
tory visited is good, that the farmers 


and fruit growers are prosperous, and 
that the farmer trade is calling for a 
better grade of goods than formerly. 
The route included the famous grape 
district around Lawton. The grape 
crop this season was a bumper and 
prices high and the district is fairly 
rolling in wealth. 


THROUGH THE NEWSPAPERS 


Shoe Merchants Are Explaining 
High Prices to Public 
The Grand Rapids retail shoe mer- 
chants have resumed their monthly 
dinner meetings and will continue them 
during the Winter. At these meetings 
general trade conditions are discussed 
and ideas of trade interest are ex- 
changed. At the October meeting a 
committee was appointed to confer 
with the newspapers and the papers 
gave the merchants desirable publicity, 
explanatory of the high prices. 


FIX PRICES LATER 


Herold-Bertsch Trying Experiment 
on Spring Delivery 

The Herold-Bertsch Company is 

trying -the experiment of selling for 
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Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
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of women’s welts, especially 
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to _— of new avenues to 
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Stacy Adams Co. 
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MEN’S FINE 
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Spring delivery, the price to be fixed at 
the time of shipment. Many numbers 
in the line have been oversold and with 
prices still on the rise the only safe way 
is to sell now and fix prices later. 


WHOLESALERS’ NEWS 


From Hirth-Krause and Rindge- 
Kalmbach-Logie Company 


The Hirth-Krause Company is ad- 
vising its customers to buy as freely 
as means will permit for the Summer 
trade. This does not mean plunging 
or speculation, but it does mean provid- 
ing for the requirements of the entire 
Summer. 

Harold F. Johnson of the Rindge- 
Kalmbach-Logie Company says that 
white goods will run as strong next 
Summer as they did this year, judging 
from the way the orders are coming in. 
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SUMMER STAPLES 


Being Bought Now by Up-State 
Retail Shoe Merchants 

A tendency is noted on the part of 
up-State retail merchants who have the 
funds available to buy their next Sum- 
mer stocks of staples now. They figure 
that styles will not show material 
changes and they are looking for ad- 
vances in prices that will make it worth- 
while carrying the stock over the Win- 
ter. They are placing their orders for 
the Spring deliveries as usual, for the 
seasonal stuff, but they want the staples 
now. 

One merchant was in town recently, 
from a small town up north; he shopped 
around for available stock and in a day 
picked up about $2,100 worth for imme- 
diate delivery, to go into the basement 
until Spring. He paid cash for every- 
thing he took. 


New Orleans 


LOW SHOE SALES 


The Warm Weather Causes Oxfords 
and Pumps to Move Freely 


The Indian Summer weather New 
Orleans is enjoying at present has caused 
alarm among shoe merchants. In cer- 
tain quarters many complain that there 
will be a scarcity of low shoes next 
Spring and an overstock of high, due 
to the fact that low shoes are selling so 
well during October. 

Others say that the warm weather 
will give them a chance to dispose of 
their low shoes. People seem to be buy- 
ing low shoes in almost every style, with 
oxfords and Colonials moving well. 


SUEDES SELLING WELL 


Also Patents, Black Kids and Tans 
in Dark Shades 


Most merchants report that suedes 
are almost out, while patents, black 
kids and tans in dark shades are selling 
well. 

IN THE SHOE SHOPS 


Reports Listed from a Group of 
Stores 


Manager Sol Stern at Maison Blanche 
store reports that they are entirely out 
of suedes and cannot supply the de- 
mand. The warm weather seems to 
have hit them also. Colonials and 


pumps are going well and high shoes are 
selling slowly. 

Manager I. R. Jacobs of the Walk- 
Over store reports an unusual demand 
for low shoes at this time of the season 
and that they are entirely out of suedes. 


Colored high tops will go well as soon as 
the weather changes. 

Manager Phil Schiro of Schiro, In- 
corporated, says that plain opera pumps 
and Colonials are selling “great.” 
Suedes are going well. Schiro is featur- 
ing high heels and low baby Louis heels. 
Business has been given a set-back due 
to the warm weather. 

Manager George Hogan of the Marks- 
Isaacs Co., Ltd., reports that oxfords 
and pumps are still selling, due, of 
course, to the warm weather. ‘We are 
having a temporary set-back,” said Mr. 
Hogan, “but we must look ahead.” 
Suedes are strong, while bright kids and 
tans in dark shades seem to predominate 
at his store. 


MORE SHOE NEWS 


From Kaufman’s, Sporl’s, 
laque’s and Duff’s 


Ver- 


Manager Tom Arrow of Charles A. 
Kaufman store reports an unusual de- 
mand for low shoes. Oxfords and pumps 
seem to have the call. Kaufman is 
featuring women’s ribbon ties, which are 
in big demand. Mr. Arrow is of the 
opinion that there will be a scarcity 
of low shoes next Spring, due to the 
unusually warm weather for this time 
of the year. 

Among the suburban stores, Louis 
Sporl, who conducts a big store in the 
third district, says that the warm 
weather has hit his business for high 
shoes. Pumps aré getting the call at 
his store while light shades of brown 
and beaver browns are selling good. 

Alphonse Verlaque says that low 
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shoes will sell late this season. Oxfords 
in dark browns and blacks are going 
well. The warm weather seems to have 
struck him too. 

M. F. Duff reports a big business in 


school shoes. Mr. Duff’s store is located 
in the rear of the first district and does 
a big business. Gun metals are going 
well, while parents are buying lace shoes 
for girls and buttons for boys. 


Topeka Kas. 


RECORD-BREAKING SALES 


Our Lines at Old Prices Prior to 
Arrival of New Stock 


All records for the shoe business in 
Topeka have been broken during the 
past month. 

This condition of unprecedented busi- 
ness is made in the face of recent general 
increases in shoe prices which have fol- 
lowed the increases made by the whole- 
sale firms. However, Topeka shoe 
stores have not’ yet raised their prices 
to the extent that they will be increased 
in the coming months. This is due to 
the fact that the stores are heavily 
stocked and are selling shoes at old 
prices until the new stocks arrive. 


PRICE INCREASED 


Announced by Shoe Merchants to 
Customers by Letters 


Shoe merchants here have used the 
system of writing letters to all custom- 
ers warning them of the coming in- 
creases. 

“Many have taken advantage and 
have purchased extra pairs of shoes, but 


the number is not nearly as large as it 
should be,” said W. E. Brelsford of the 
Payne Shoe Company. 


BUTTON BOOTS 


Moving Well as Are All Other 
Styles 


Button boots in blacks and browns 
are leaders in the tremendous business 
being done here. However, R. P. Sowers 
of the Walk-Over Shoe Company says 
it is difficult to notice much difference, 
because every up-to-date style is moving 
about as rapidly as the capacity of the 
stores will permit. 


A REMOVAL 


Walk-Over Shoe Company to Have 
New Home 


The Walk-Over Shoe Company will 
move before the first of the year from 
703 to 731 Kansas Avenue. A ten-year 
lease has been taken on the new loca- 
tion and a “‘dome’”’ front modeled after 
the Walk-Over shoe store at Baltimore, 
Md., will be installed. The fixtures will 
be entirely new. 


Kansas City 


AUTUMN STYLES 


Public Now Buying High Shoes— 
Previously Many Summer Shoe 
Sales 

Autumn styles in footwear made their 
appearance in the display windows of 
the Kansas City stores somewhat in 
advance of the first cold spell. But 
the public had to have a reminder that 
it was getting too cold for pumps and 
slippers before the majority of the shoe 
salesmen began to bedeck their windows 
with Fall styles exclusively. A number 
of stores, as a seemingly commemoration 
of the passing of Summer, held “‘eft- 
over’’ sales which seemed quite popular. 


CHILDREN’S SHOES 


Will Advertise at Emery, Bird, 
Thayer Company’s 

The Emery, Bird, Thayer Company 

apropos of the school season does not 

forget the fact that the girls and boys 

form a great opportunity for alert shoe 


merchants to get rid of some of their 
stock. An appeal is seen in the show 
windows to the effect that the store has 
a substantial stock of youngsters’ 
shoes on hand. 


MANY REPAIR SHOPS 


Greatly Increasing in Number and 
Attractively Advertised 

In keeping with the trend of the 
prices on shoes, shoe shops have sprung 
up like magic. On one down-town 
block there are four on the same side 
of the street. The workmen are 
swamped with work. One shoemaker 
said recently that he was repairing 
shoes that had been made over three 
or four times. 


ORDER BY NUMBER 
Suggestion. Given to Public in 
Window Displays 

The J. E. Biles shoe store at Ninth 
and Grand, although in a block apart 
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iste?) Standard Kid Mfg. Co. 
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Fine Calfskins 

~ HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 


DO YOU KNOW? 


that you can buy it—or 
sell it— through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Engraving and Dining 


) Opereets body in the SHOE TRADI 
knows us originators of label: 
for Shoe Cartons. Send for sam 
ples which speak for themsciv« 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
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Telephone Main 3408 
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74 INDIA STREET, BOSTON 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
61-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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from other stores of its kind and where 
business is brisk in oil stocks, type- 
writers and kodak stores, has a novel 
system which links the display with the 
selling end of the shoe business. This 
has been lately adopted by a great 
many other stores. Every pair of shoes 
on display has a number attached to it, 
with the request to call for that number 
when wanting to investigate. This 
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saves the time and trouble of having 
to go to the window and point out the 
pattern every time one wishes to buy. 

In contradiction to above, one shoe 
salesman said this morning: ‘‘We do 
not like to put the price on too many of 
our shoes. When the prospective buyer 
asks about the price, it is pretty easy to 
start a conversation and then we can 
talk up a sale.” 


Charleston, 8.C. 


WEATHER AFFECTS SALES 


Shoe Merchants Are Hoping for 
Cooler Days 


Continued warm weather in this sec- 
tion has had a serious effect on the sale 
of shoes. Consumers are not buying 
light weight shoes because cold weather 
is expected and they refrain from buying 
heavier shoes until colder weather 
actually arrives. The result is that the 
shoe merchants are beginning to ‘““make 
faces”’ at the weather man. 


BOSTON, 1920 


M. A. Condon Boosting Attendance 
at National Convention 


M. A. Condon, president of the 
Charleston Retail Merchants’ Associa- 
tion and member of the firm of James 
F. Condon & Sons, is planning to have 
Charleston well represented at the 
Boston National Convention to be 
held in January, 1920. Mr. Condon is 
one of the most active presidents this 
association has ever had and takes a 
deep interest in the welfare of merchants 
in all lines. His firm operates three 
stores, dry goods, millinery and shoes, 
each enjoying a large and select 
trade. 


BUILDING PURCHASED 


By W. F. Livingston & Son, Popular 
Shoe Merchants 

The building at 368 King Street which 
has been occupied for the past five years 
by W. F. Livingston & Son, shoe mer- 
chants “Who Undersell,” as_ their 
women’s and children’s shoe depart- 
ment, has been purchased by the firm. 
The purchase price was $24,250. The 
building has recently been renovated, 
several improvements being made, and 
an up-to-date shoe factory has been 
built in the rear. 

In the shoe repair department the 
latest machinery has been installed. 
Five expert shoemakers are employed, 
therefore, the best work and service 
are assured. The repair department 
specializes on rebuilding and making 
shoes for deformed feet. 

W. F. Livingston is one of the most 
popular business men in the retail dis- 
trict. Besides being one of the largest 
shoe merchants in the city, he is also 
president of one of the city’s morning 
dailies, The Charleston American. Ina 
recent Democratic primary election, 
Mr. Livingston was elected by a large 
majority over his opponent to represent 
his ward in the City Council. 


Texas 


BUSINESS IS GOOD 


People Willing to Pay High Prices 
for Quality Shoes 


With the coming of the Fall months 
shoe sales in Galveston and adjacent 
towns have increased to a great extent 
and local retail shoe merchants predict 
one of the most successful Winter sea- 
sons in the history of the local shoe 
trade. Despite the apparently high 
prices that prevail, a majority of 


Galveston customers call for the higher 
priced shoes. J. J. (Buck) Buckley, 
general manager of the shoe department 
of Robert I. Cohen, states that in his 
opinion the people are willing to pay a 


higher price for a shoe of quality, on 
the theory that the best is the cheapest 
in the long run. 


BROWN POPULAR 


Demand for Women’s Footwear in 
High Lace—Military Heels 


The greatest call in women’s foot- 
wear thus far this season has been for 
the high lace shoe with the military heel 
in brown and black shades. Local 
merchants have more calls for brown 
shades of this shoe, however. Calls have 
also been made for button shoes of this 
type, but on the whole the button shoe 
is not as good a seller as the lace. Con- 
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siderable business in the line of ladies’ 
novelty footwear has also been re- 


ported. 
MEN’S STYLES 


English Last Favored in Darker 
Shades of Tan 


The men are demanding the English 
last in the darker shades of tan in the 
majority of instances. Some few calls 
for button shoes in the English lasts 
have been made, according to one local 
merchant, but these calls are few and 
far between. Most of the local retail 
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shoe merchants report the greatest sales 
of men’s shoes in the English last with 
the new Cordo color calf with the light 
kid top. 


GENERAL SUMMARY 


Conditions Good—Shoe Merchants 
_ Optimistic Over Holiday Trade 


On the whole, shoe conditions here 
are exceedingly good at the present time 
and local retail shoe merchants are 
optimistic over the prospects of an 
enormous holiday trade. 


Des Moines 


EXCELLENT BUSINESS 


Reported from the Retail Shoe Mer- 
chants 


George Breck, proprietor of the 
Walk-Over Shoe Company of Des 
Moines, has entirely recovered from his 
recent illness and reports a large in- 
crease in business over last year. 


Joe Limoges, member of the firm of 


the W. L. White Shoe Company, also 
reports increase in business over last 
year. 

B. H. Tolson, manager of the shoe 
department, Wilkins Department Store, 
reports a large increase in business over 
last week. 

R. W. Sturgeon, one ofjthe members 
of the firm of the Elwell-Field Shoe 
Company, reports excellent business. 


Memphis 


A TRADE SURVEY 


Outlook for Business Excellent— 
Financial Conditions Good 


Between handling, the large business 
that is coming to them and greeting the 
traveling salesmen who are dropping in 
with their Spring lines the retail shoe 
merchants are kept very busy. The 
outlook for business continues excellent, 
although weather so far has been against 
free buying of Fall and Winter goods. 
The firmness in the cotton market, the 
big basis for prosperity in this part of 
the country, prices having advanced 
sharply during the past couple of 
weeks while demand has been very 
active, means much to business in every 
line. 

It will stimulate buying of the better 
class of goods, for the higher prices 
being received for the cotton will go far 
towards offsetting the shortage in yield. 
Financial conditions in this entire sec- 
tion are very satisfactory and collec- 
tions are indicative of plenty of money 
in practically all hands. It is. notable 
that demand in the sections where cot- 
ton is selling so freely is for the higher 
class of shoes, for there is growing appre- 
ciation of the fact that the ‘high prices 
are the result of natural laws and con- 
ditions that cannot be escaped. 


FIRST GRAND PRIZE 


Won by J. Bright Goodbar at Recent 
Fair 

J. Bright Goodbar, vice-president of 
Goodbar & Co., Inc., whose business is 
that of .manufacturing and jobbing 
boots and shoes, but whose side line is 
that of raising fine Duroc-Jersey hogs, 
captured first grand prize at the recent 
Tri-State fair here with his fine young 
boar, Orion Cherry Tip. 


BIG DEPARTMENT 


Devoted to Men’s Shoes at J. Gold- 
smith & Sons Co. 

J. Goldsmith & Sons Co., who only a 
short while ago purchased the site of 
their big department store, have 
branched out further and now claim to 
have the most attractive men’s shoe 
department in the city, if not the entire 
South. They have been handling men’s 
shoes in a small way for several years, 
but have now taken over the building 
adjoining their large store and have the 
entire first floor fitted up for the new 
department. Furniture and fixtures are 
the very latest to be had and every 
modern convenience is there for meeting 
the demands of the trade, which the 
manager, Reuben Steifel, says is growing 
rapidly. They have the agency here of 
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Made Ezelusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 
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41 BEDFORD STREET, BOSTON 











ATTENTION, MR. SHOE MERCHANT 
phage your Faded or Off Colored Shoes to 

lesen Fashionable Cordovan Shades. We will 
R LOR them by our Patented Process at 
our Recoloring plant. —— send us your 
stock. Best stores in coun use our system. 
Colors permanent. NO PATI T. Write us for 
full information or send sample pairs for trial. 
It will pay you. ALBANY SHOE REPAIR- 
ING COMPANY, Recol Department, 
157 Kingston Street, Boston, Mass. 
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Where to Buy 


Men’s Shoes 








THE “TOQUGAS” sHoE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

61 Summer St., Boston 
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who care to dress 
well~ ‘~ 


TDBARRY C2 


Brockton. Mass. 
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FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 





FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 








Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 


DIAMOND SHOE CO. 


Factory Salesroom 
Brockton New York, N. Y. 








The Shoe 
Above the Mark 











Where to Buy 


Men's, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 


Cable “‘Bershu”’ 
We Will Handle Your Foreign Business 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
| ive journal in the world pub- 
ed for the shoe merchant. 
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the Nettleton shoes and featured the 
opening of the new department with 
page advertisements in the local press. 


TRI-STATE CONVENTION 
Annual Event of Shoe Merchants 
to Be Held in March 

Although the time for annual conven- 
tion of the Tri-State Shoe Retailers’ As- 


Nov. 1, 1919 


sociation is several months hence, being 
set for the latter part of March, prepara- 
tions for it are already under way. This 
is the headquarters for the executive 
offices and the president, T. W. Sher- 
ron, and _ secretary-treasurer, R. E. 
Caradine, are preparing for one of the 
busiest and most important meetings 
since the merchants organized. 


Akron 


NEW SALES MANAGER 


D. E. Day Takes Charge of Fire- 
stone’s Footwear Department 


D. E. Day has become manager of 
the Firestone Tire and Rubber Com- 
pany’s Footwear Sales Department. 
Previous to his joining Firestone forces 
in February of last year as credit man 
on boot and shoe sales, he spent eight 
years in the same capacity with the 
Mishawaka Woolen Manufacturing 
Company of Mishawaka, Ind. 

Mr. Day entered Firestone’s employ 
when the footwear branch of the com- 
pany’s business was only in its begin- 
ning. Under his supervision detail has 
been gradually and accurately built up, 
and the accounting and credit phases of 
the work surely and satisfactorily de- 
veloped. So rapidly has the volume of 
business increased that the factory and 


office personnel of the Footwear Sales | 


Department has tripled, and the sales 
force has shown a corresponding in- 
crease. 

It has further been found necessary 
to subdivide districts. This is particu- 
larly true of the West, which the Fire- 





stone Company proposes to cover very 
thoroughly. 
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Lynchburg Va. 


INCREASED BUSINESS 


Record-Breaking Sales, but Not so 
Many Orders 


While the volume of orders is not up 
to what it was some months ago, sales, 
as represented in money, are far 
above any previous records. The busi- 
ness of one local manufacturer, in this 
respect, is more than $500,000 above 
whet it was for the same period last 
year and this concern’s traveling sales- 
men had been off the road for about 
three months this Summer in order to 
permit the factories to catch up with 
the orders. Sales for the first ten days of 
October were slightly more than $50,000 
ahead of those for the first ten days of 
September. 


A LABOR SHORTAGE 


Local Plants Slightly Affected but 
Not Seriously 


The new factory built by the Crad- 
dock-Terry Company in St. Louis has 
just been put into operation, but is 
hampered by a shortage of labor. This, 
however, is expected to be overcome 
shortly. Local plants also are slightly 
affected by a labor shortage, but the 
situation is in no wise serious. 


CONSERVATIVE BUYING 


On Part of Retail Shoe Merchants— 
Manufacturers Pleased 


Reports reaching local shoe manu- 
facturers from their representatives on 
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the road indicate that retail shoe mer- 
chants are buying much more conserva- 
tively than was the case a few months 
ago. The manufacturers are pleased 
with this policy and have been urging 
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their customers for the past several 
months to adopt such a course. Leather 
shows no tendency to come down, and, 
until this occurs, shoe prices will remain 


up. 


Sam Francisco 


SATIN THE VOGUE 


Suede a Close Second in Blacks and 
Colors 


Satin is the vogue of the moment in 
San Francisco. Satin shoes of all kinds, 
high boots, oxfords, eyelet pumps and 
ties and the plain pumps with buckles 
are in demand with black as the favorite 
color. Running a close second to the 
satin footwear is suede. Both brown 
and black suedes are popular, and it is 
thought by a number of local authorities 
that the low shoe will be worn straight 
through the Winter with the high shoe 
used principally for stormy weather. 

The elaborate evening gowns which 
are finding favor with smart dressers at 
present are creating a demand for bro- 
cade slippers and elaborate beaded 
styles. 

AT THE EMPORIUM 


An Important Change Effected in 
Shoe Department 


An important change has been ef- 
fected in the shoe department of the 
Emporium recently. Jack Reedy, who 
for a number of years has been in charge 
of the buying of the women’s depart- 
ment, has severed his connections with 
the firm and has accepted a position 
with the Rickard-Miller Shoe Com- 
pany, directing the Pacific Coast sales of 
this company’s factory lines. It is 
Mr. Reedy’s ambition to arrange a 
complete stock of all styles, to be on 
hand for local buyers. His place at the 
Emporium has been filled by. A. B 
Champion, who has been in the service 
of the Emporium shoe organization for 
some time. Mr. Champion will be 
assisted by Ben Woods, who will be in 
charge of the men’s and boys’ depart- 


ment. Miss Katherine Roche will buy 
for the children’s department and 
Harry Grossman will take charge of the 
downstairs store. 


CONGRATULATIONS TO 
DONWORTH 


A Group of Notes from the Retail 
Shoe Shops 


Congratulations are in order for Fred 
Donworth, assistant to Rudy Rosen- 
berg in the management of the chil- 
dren’s shoe department in the Phila- 
delphia Shoe Company. Mr. Don- 
worth was married to Miss Isabelle 
Carroll on September 16. 

A store located in Powell Street, San 
Francisco, next to the Golden Gate 
Hotel, has been leased by the Florsheim 
Shoe Company of this city. The store 
will be entirely renovated and equipped 
with all modern improvements, to be 
ready for occupancy by this company 
at the beginning of the year. 

H. W. Conn, who severed connec- 
tions with the local firm of Buckingham 
& Hecht a short time ago, is now asso- 
ciated with Ruff, Weaver & Kranzthor 
Shoe Company of Los Angeles, a new 
firm which lately opened a wholesale 
establishment at 744 South Los Angeles 
Street, specializing in women’s high- 
grade shoes. 


NEW OFFICES 


Opened by Nemours Trading Cor- 
poration 


The Nemours Trading Corporation 
is opening a branch on the Pacific Coast 
with G. H. Gerecke as Manager. This 
is located on Battery Street, San 
Francisco. 


Lynn 


THE STYLE SITUATION 


Shoe Manufacturers Are Generally 
Holding to the Present Lines 


Lynn manufacturers have settled 
down to a policy of styles as they are. 
They will generally follow the recom- 
mendations of the style conference in 
New York of last week. They will 


make few changes in their styles for 
1920. 

A leading pattern maker speaks of a 
large demand for patterns for ties. Evi- 
dently, manufacturers will make many 
shoes of that sort for next Spring and 
Summer. One, two and three-eyelet 
ties, and Southern ties, are the styles 
of the patterns now being made. Pump 
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To “CENTRALIZE” 
IS TO INSURE! 
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shoe investments by “Centralizing” your shoe 
department. 
We carry good sized floor stocks. Our line will 
cover your every need. 
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Central shipping point. 
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again. 
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and oxford patterns are also being made. 

The ankle tie pattern is an economical 
pattern. It takes only a bit more 
leather than the most economical pump 
pattern. That extra bit is used for the 
tongue. 

Lasts, as they are being made for 
next year’s business, are long and slim, 
vamps not more than four inches long, 
and heels either high or low. Many 
lasts of the moment can be used for 
next year’s shoes, which is sound econ- 
omy, of course. 


SOLDIER IS SUPERINTENDENT 


Retired Army Officer Takes Charge 
of Grover Factory 


Col. A. A.. Durkee has become super- 
intendent of the Lady Constance fac- 
tory of J. J. Grover’s Sons. He was 
agent for the Union Special Machine 
Company in Lynn, years ago. He was 
foreman in the Grover factory. He 
served in the Boer War. He has a medal 
personally presented to him by the 
King of England for his service in that 
war. He started a shoe factory in 
Canada. When the great World War 
came, he locked the factory, entered the 
Canadian Army and stayed in it to the 
finish. 


BOX MAN PRESIDENT 


Youthful Leader of Lynn Industries 
Heads Chamber of Commerce 


Charles F. Sprague, junior member of 
Hoague, Sprague Company, was elected 
president of the Lynn Chamber of Com- 
merce, at its recent annual election. 
His firm makes boxes for the shoe trade. 
He is one of the younger men of Lynn, 
and brings to the office of: president 
plenty of pep. 


TANNERS AS SOLDIERS 


A. C. L. Company Sent Nearly 
400 Men Into the Service 

The Military Welfare Association of 
the employes of the A. C. Lawrence 
Leather Company has filed its annual 
report. It shows that 395 employes 
went into the service, that six were 
killed in action, and three died of dis- 
ease. Eight won honors for distin- 
guished service. The company has re- 
employed 206 returned soldiers, and 
continues to re-employ them. The 
Military Welfare Association sent $8,000 
worth of magazines, candies, cigarettes, 
and other comforts to their fellow em- 
ployes in the service. 


TOKEN FROM EMPLOYES 


Donn D. Sargent Given Loving Cup 
by the Shop Crew 

Donn D. Sargent Company has built 

a new factory. Mr. Sargent is proud of 


it. He delighted in it, when it was 
formally opened by the employes, with 
an entertainment and dance, Friday 
evening, October 24. 

But he got the surprise of his life 
when the shop crew led him to the mid- 
dle of the floor and presented him with a 
handsome silver loving cup. It is a 
token of their good will. The sentiment, 
as well as the gift is prized by Mr. Sar- 
gent. Plainly, the heart of the Sargent 
factory is right. 

The new shop will soon be running to 
capacity. It will increase the firm’s out- 
put to 6,000 pairs daily, welts and Mc- 
Kays, white shoes with ivory white 
soles chiefly. 


1,200 RETURNED SOLDIERS 


United Shoe Machinery Company 
Has Re-employed a Regiment 


The latest figures show that the Unit- 
ed Shoe Machinery Company has _ re- 
employed 1,200 service men. 


ECONOMIZE ON LEATHER 


Long Season for Low Cuts and Short 
Season for High Cuts 


One of the strong shoe firms of Lynn 
has instructed its salesmen to recom- 
mend to their customers that they sell 


' Lynn 
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low cut shoes for nine months of the 
year, and boots for three months of the 
year. 


BOOTS, PUMPS AND TIES 


A Salable Combination in Stylish 
McKay Footwear 


Mitchell-Caunt Company is to make 
for Spring boots, ankle ties, strap 
pumps, colonial pumps, plain pumps and 
oxfords. The lasts have long toes and 
high heels. A good many of the shoes 
will be of patent leather. 


RUGS FOR MACHINERY 


Lynn Firm Developing Trade with 
Near East 


The Victor Machine Company of 
is sending shoe repairing ma- 
chinery to the near East, where it will 
be traded for Oriental rugs. 


WHITE SPLIT LEATHER 


A New Stock for Gym and Sport 
Shoes 


A new Peabody product is white split 
leather. The Government will use it in 
gymnasium shoes, substituting it for 
kid leather. It will be used for sport 
shoes for the regular shoe trade in the 
Spring. 


Milwaukee 


“MORE CAPACITY” IS CRY 


NotwithstandingThat Local Output 
Has Increased 30 Per Cent 


In spite of the extraordinary efforts 
made by boot and shoe manufacturers 
in Milwaukee since the close of the war 
nearly a year ago to bring more and 
more capacity into productive useful- 
ness, there is hardly a factory in this 
market which is not oversold to such an 
extent that extensions and new plant 
construction seem to have made not 
the least impressiov. The combined 
local output is estimated to have been 
increased no less than 30 per cent in the 
last ten months, yet the cry continues 
to be “More capacity!” 


CONSUMER DEMAND BIG 


Saturday Afternoon Crowds Typical 
of Bargain Day Rushes 


No matter how many influences have 
been at work to place the public mind in 
serious doubt concerning the present 
and future situation, the fact remains 
that the people of Milwaukee are buy- 
ing shoes, and in such volume that it has 
become extremely difficult for the mer- 
chant to keep his stocks in proper shape. 


Although buying during the week is un- 
usually active, it is the Saturday trade 
that is actually overwhelming. In the 
case of some of the big downtown shops, 
the Saturday afternoon and evening 
crowds in the last few weeks have been 
reminiscent of bargain day rushes of 
former years. The situation is without 
precedent. 


ANOTHER NEW FACTORY 


Melstrone Shoe Company Incorpor- 
ated with $25,000 Capital 


This year already has exceeded all 
past records for expansion of the manu- 
facturing trade of Milwaukee, but the 
movement for more and bigger fac- 
tories shows no slackening. The latest 
new industry is the Melstrone Shoe 
Company, which has been incorporated 
with an initial capital of $25,000 by 
local interests and on January 1 will 
open a plant at 785 Fifth Street, corner 
of North Avenue, with 6,000 square 
feet and additional area of 7,500 square 
feet available for future needs. At first 
leather and felt slippers will be the 
main product, but the concern is founded 
to manufacture ladies’ and misse;’ foot- 
wear. Temporary offices have been 
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very beginning. 
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reliability and prompt shipments finds that 
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opened at 829 Ninth Street by Charles 
Kozak, who is secretary and treasurer. 
Julius Himmelstein is president and 
Morris Schwartz, vice-president. 


BIGGER STORES | 


Reta.l Shoe Merchants Trend To- 
ward New and Larger Stores 


From all parts of Wisconsin come re- ° 


ports that shoe merchants are moving 
into new quarters of large size and bet- 
ter class, to meet increased demands 
and a taste for better merchandise as 
well as surroundings. There has never 
been a time when so many merchants 
have transferred locations, although it 
probably is a fact that many changes of 
this kind were contemplated a long time 
ago but prevented of consummation 
by the exigencies of the war emergency. 
Whatever the reason may be, the de- 
duction is that the plane of the retail 
shoe trade in Wisconsin and elsewhere 
has been raised to the highest level ever 
reached and a dignity is being achieved 
commensurate with the nature of the 
business. 


A NEW PATTERN COMPANY 


The U..S. Shoe Pattern Corporation 
Capital $25,000 

Articles of incorporation have been 
filed in behalf of the U. S. Shoe Pattern 
Corporation, a new Milwaukee concern 
having a capital stock of $25,000, 
formed by Joseph Lee, James Novak 
and Thomas E. Merritty. Mr. Lee is 
head of the Lee Pattern Works, 432 
Broadway, of which the new corpora- 
tion is a development. 


A NEW CATALOG 


Issued by Marathon Shoe Company 
of Wausau 

The Marathon Shoe Company, Wau- 
sau, Wis., manufacturers of Pied Piper 
shoes for- boys and girls and Dr. Som- 
mer’s New Dawn shoes for men, boys 
and girls, have just issued a complete 
catalog illustrating its entire line. 
This new book shows the shoes in their 
natural color and brings out graphically 
the patented shock absorber, double 
layer insole and nailless heel seat 
features of the various styles. 


VACATION FOR CASPARI 


Incidentally Booming City for 1921 
National Convention 

President A. B. Caspari of the Mil- 
waukee Shoe Dealers’ Association, who 
is head of the Caspari & Virmond Co., 
63-65 Wisconsin Street, left last week 
for a tour through the Western States, 
accompanied by his wife and daughter. 
They expect. to be away about four 
weeks. As a director of the National 


Association, Mr. Caspari will visit fel- 
low-members on the board in the West 
to strengthen organization work. In- 
cidentally he will not miss the oppor- 
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tunity to line up theWest for Milwaukee 
in its campaign to get the 1921 Na- 
tional Convention, which now seems 
assured for the “‘Quality Market.” 


Rochester 


THE SEASON’S STYLES 


Oxfords and Spats Are the Big 
Sellers of Week 


In the various shoe store displays, 
oxfords and spats are very much in the 
foreground, and it is the belief of most 
of the merchants that this will be a great 
season for oxfords, with or without 
overgaiters. 

For street and general wear, brown 
calfskin laced oxfords with walking 
heels ornamented with perforations on 
wing tip, are selling well; as are 
oxfords with full round toe, broad 
shank and broad, extended walking 
heel in dull black calfskin in blucher 
laced pattern. 


For dress, patent leather oxfords in 
laced pattern with plain toe and me- 
dium height Cuban heel, have been the 
big seller of the week. 


STANLEY E. GEERER MARRIES 
Advertising Manager of Moore- 
Shafer Shoe Mfg. Co. 

Miss Helen Huntington Moore, 
daughter of Mrs. Wilson Henry Moore 
of Brockport, N. Y., was united in 
marriage to Stanley Earl Geerer, 
advertising manager of the Moore- 
Shafer Shoe Manufacturing Co., on 
Wednesday of last week. After an 
extended trip that will take in New 
York City and Atlantic City, Mr. and 
Mrs. Geerer will reside in Brockport. 


New York City 


BETTER BUSINESS 


Reasons—Colder Weather and 
Seasonal Development 

A decided trend toward better busi- 
ness was noted in the retail trade in 
New York last week. The colder 
weather, said some of the merchants, 
stimulated buying. Others said it was 
the regular seasonal development. At 
any rate the business as a whole may be 
said to be in a flourishing condition. 


SPECIAL SALES 


Held at McCreery’s, Gimbel’s 
and Other Stores 

In connection with their 62d an- 
niversary sales in all departments 
James McCreery & Co. last week put 
on a special sale of women’s shoes at 
$8.45, advertised at “less than today’s 
wholesale cost.” 

Gimbel Brothers also conducted a 
sale of women’s shoes during the week, 
offering tan calf, tan kid, black calf 
and black kid with cloth and kid tops, 
welted shoes and Cuban or walking 
heels at $5.75 a pair. Saks & Co. also 
jumped into the swim with a special 
sale of brown Russia calfskin boots, 
some with cloth and buck tops in 15 
different styles at $7.45 a pair. 

The Rice & Hutchins store at 1345 
Broadway conducted a sale of both 
men’s and women’s high shoes for 
three days at $6.75, $7.75 and $8.75. 


The Hurley shoe stores displayed in 
their windows broken lots of men’s 
shoes at a special price of $9.90. -Lam- 
bert & Co., men’s outfitters, 254 Fifth 
Avenue, displayed Hurley shoes at the 
special price of $9.54. This store makes 
a specialty of sales prices ending in 
54 cents to advertise their street number 
254. 

All of these sales were said by the 
heads of the departments in the stores 
to have been highly successful. Other 
department stores and the regular shoe 
shops refused to follow the lead of these 
establishments and are selling their 
stocks without mark-downs. There 
was no necessity of slaughtering prices 
at present. 

Alexander’s called attention to men’s 
and women’s shoes at $8.50 a pair and 
Franklin Simon & Company had a 
special ad on boys’ shoes at $8.00 a 
pair. 

John Wanamaker in a section of a 
general ad offered women’s shoes at 
$12.50, emphasizing walking shoes of 
calf in brogue effects, French heel 
models in patent and kid vamps with 
cloth tops, all bronze shoes, black buck- 
skins, patent leather with satin tops 
and patent leather with perforated tips 
and leather tops. The Walk-Over 
stores in a general advertisement called 
attention to their men’s shoes at $8.50 
to $14. In their ad they said “America 
is shoeing the world; leather is scarce; 
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we can’t guess coming costs. Come in 
and supply your needs today.” 
THE FRENCH LAST 


Showing at Some Shoe Stores—I. 
Miller Advertising it 


Several of the stores continue to show 


the French last pump and oxford, . 


although only one, I. Miller & Co., 
advertised it. The ad appeared in a 
daily trade paper largely circulated 
through the department stores and 
women’s specialty shops. The price 
quoted was $14.50. Gimbel Brothers 
joined the ranks of those displaying the 
French lasts in their windows. They 
showed three models in strap pumps with 


‘ low Louis heels, in black satin, patent 


and dull kid. Oppenheim Collins & Co., 
the Queen Quality Boot Shop and a few 
of the other stores continue to display 
the French lasts. Other stores carry 
a few in stock but do not show them 
except when they are called for. Then 
the salesmen try to discourage the 
customer from taking them. Some of 
the stores are showing the fancy cross- 
strap pumps in the long vamp and 
pointed toe. 


BLYN STORE ENLARGED 


Also Refinished—Total Space 12,000 
Square Feet 


The West 125th Street store of I. 
Blyn & Sons, who conduct shoe stores 
all over the city, has been enlarged by 
the addition of 8,000 square feet of floor 
space, thus bringing the total space to 
12,000 feet, said to be the largest in the 
city. The store has been completely 
redecorated and refurnished. The store 
now runs through from 125th to 124th 
Streets with entrances on both thorough- 
fares. Outside ventilation and daylight 
in every department are the principal 
features of the new store. The firm 
caters to the popular price trade and is 
increasing its business at a remarkable 
rate. 

SPRING BUSINESS 


Bush Sales Building Manufacturers’ 
Agents Say 90 Per Cent Placed 


The manufacturers’ agents in the 
Bush Sales Building agree that about 
90 per cent of the Spring business has 
been placed. Few of them have much 
left to sell now. Most of them report 
their factories completely sold up until 
the middle of January and orders will 
not be taken now for delivery before 
that date. Patent and dull calf ox- 
fords are quoted about 50 cents a pair 
higher now than two weeks ago. Calls 
continue to come in for export business, 
but little can be offered the exporters 
now, sellers say. 





ARTHUR BENEDICT RETURNS 


From Trip to Boston in Interest of 
Firm 

Arthur I. Benedict, head of the shoe 
department in the Bush Sales Building, 
has just returned from a trip to Boston 
in the interests of the firm. Several new 
firms have engaged space on the 
fourteenth and fifteenth floors, devoted 
to shoes, and will open displays about 
the first of the year. 


IMPROVED SERVICE 


B. F. Goodrich Rubber Company 
Creates Eastern Sales Organization 


The B. F. Goodrich Rubber Company 
announces the appointment of Irving B. 
Wells as footwear sales manager for the 
district comprising the Eastern part of 
the United States with headquarters at 
1780 Broadway, New York City. The 
rapidly expanding business enjoyed by 
the Goodrich Company for Hi-Press 
and Straight-Line rubbers has made 
necessary the creation of an Eastern 
selling organization and the establish- 
ment of a large service warebéuse, which 
is located in Hoboken, N. J. Mr. Wells, 
who has for the past two years operated 
for the company as manager of footwear 
sales for New England and Eastern 
Canada, will continue in general charge 
of these territories as they will be em- 
braced in the newly created Eastern 
district. 

In consequence of this expansion of 
Mr. Wells’ duties, R. J. Jones, who has 
acted in Boston as assistant to Mr. 
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Wells, has been promoted to assistant 
sales manager in New York, and C. L. 
Long, who has for the past two years 
represented the company in Boston 
















































IRVING B. WELLS 


territory, will succeed Mr. Jones in 
immediate charge of the Boston sales 
office. 

These changes are made with a view 
of affording the Goodrich customers im- 
proved service. 


Philadelphia 


FRENCH STYLES UNPOPULAR 


Philadelphia Retail Trade Happy 
Over Styles Committee’s Action 


The retail trade of this city as a whole 
is rejoicing at the decisive action taken 
by the joint Styles Committee in smash- 
ing the square-toed French style before 
it got far enough to cause serious 
trouble. 

There are very few merchants who 
missed their guess on the future of this 
last to the extent of taking a chance on 
the innovation. They are the ones who 
are not so happy about it. They will 
probably have some losses to pocket, 
but so far as can be learned, none of 
them took a big enough bite to do more 
harm than a slight and temporary 
attack of business indigestion. 

As has been mentioned several times 
in this column, the Philadelphia public 
does not run to extremes in style and 
for this reason a great many merchants, 





who really were short enough in their 
stocks to welcome the opportunity to 
fill in with goods which were up to the 
minute in style, had adopted a very 
conservative attitude toward the square- 
toed model. These merchants are the 
happiest of the lot. 


SALES ARE GOOD, BUT—— 


A Survey Shows That Conditions 
Could Be Happier 


Retail demand continues very satis- 
factory and it looks as though the 
season, measuring sales in dollars and 
cents, is going to be an extraordinary 
good one. That, however, is not 


enough. Retail merchants of this city 
are coming to see, more clearly every 
day, that in the long run the prosperity 
of a nation can not be measured in 
dollars and cents, but must be inter- 
preted in terms of production, wealth 
in merchandise and utilities rather than 
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Superba oxford of black glazed kid. Gypsy 
vamp, black satin quarters and satin cov- 
ered full Louis heel. Also made in brown 
kid with satin to match. 
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Cc; Cpery shoe a business builder” ‘ 


























Hopkins & Ellis turns of quality are sought 
by retailers who cater to women with discrimi- 














nating tastes. 
They present a splendid combination of smart 


style, real value and careful workmanship—and 

they make friends wherever they are worn. A sure 
way to do a big business next Spring and Summer 
is to stock up on Hopkins & Ellis Quality Turns. 


HOPKINS & ELLIS 


‘HAVERHILL MASS. | 
Boston Office 108 Lincoln Street 
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in gold or bank notes. And the fact re- 
mains that the country is very poor in 
production. 


NEW CATALOG 


Holmes Company Presents 
Style Booklet 


W. T. Holmes Company has issued 
an attractive booklet of Fall and Winter 
styles for 1919-1920 which are carried 
in stock for the fair sex. 

The shoes presented illustrate snappy, 
graceful medels plus fit and wearing 
qualities. 

The company is receiving these 
styles} each day and is in shape to fill 
orders_on the numbers shown. 





W. T. 


NEW OUTERSOLE 


Is Being Introduced by Armstrong 
Cork Company 

“Sure Footed as the Mountain Goat” 

is the slogan for a new outersole just 

being introduced by the Armstrong 


REGARDING BUSINESS 


Reports from Exclusive Shoe Shops 
—Also*Department Stores 


Shoes are selling well. The depart- 
ment stores report a tremendous volume 
of footwear sales. In the exclusive shoe 
shops, the general report this week is 
that business is fair. 

The warm weather of the past few 
days has had the effect of retarding 
the sales of high shoes, but oxfords and 
spats are moving freely. Buckles are 
selling in large quantities. Sport 
stockings are also selling heavily. 


At Thayer MecNeil’s 


At Thayer McNeil’s a special for 
women was announced in the shoe win- 
dows. The price card read $12. The 
shoes featured were brown and black 
Russia calf walking boots. 


FOR CHILDREN 


C. B. Syer Says, ‘‘Department Sell- 
ing Much Hosiery”’ 


In the children’s department on the 
third floor of the Thayer’ McNeil 
Company, C. B. Syer said that hosiery 
for the little folks was moving splendidly. 
He also stated that his department had 
never sold as many tan boots as at 
the present. 

Infants’ moccasins, up to growing 
girls in the largest size, are very much in 
demand. “In fact,”’ said Mr. Syer, ‘‘our 
department is really doing a phenomenal 
business.” 

H. Gardner of this department has 
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Cork Company of Pittsburgh, Pa. This 
sole possesses the much desired non-slip 
quality in addition to long wear. Com- 
posed of cork and rubber (70 per cent 
ground cork by volume), the Mountain 
Goat sole has a frictional property 
which enables it to grip without stick- 
ing, so that the wearer may assume his 
natural stride even when walking on a 
wet surface. Another advantage of 
cork is its insulating value which does 
away with any tendency for rubber to 
draw the feet. 


As for performance, the usual tests 
have been made for wear, slippage, ease 
of application, resilience, firmness, and 
structural qualities, with very satis- 
factory results. Repair men speak of its 
durability, fitness for repair work, light- 
ness, and non-slip feature. It is very 
easy to attach and has all of the desir- 
able and none of the undesirable quali- 
ties of rubber, together with comfort 
and service. 





Boston 


just returned from State Guard duty. 
This store contributed four men to look 
out for the interests of order during the 
recent policemen’s strike. They have 
all returned with the exception of one 
who was employed in the repair shop. 


THE WHOLESALE TRADE 


Never Have Wholesale Conditions 
Been More Prosperous 


Never has trade been in a more 
prosperous state. The wholesale trade 
in general is holding off in purchasing, 
as retail shoe merchants have bought 
from 50 per cent to 60 per cent of their 
Spring goods. Orders are still being 
received for immediate delivery and 
for Summer needs. Prices are going 
to be just as firm in the Spring as they 
are today. There are no indications 
that shoes will be any lower for at least 
six to eight months. A _ prominent 
wholesaler reports that he is now pay- 
ing 25 cents per pair more on a certain 
grade of shoes than he paid the factory 
a month ago and has ascribed this rise 
to the labor situation. 


SPRING STYLES 


As Predicted by George Rosen of the 
Merchants’ Shoe Company 


George Rosen of the Merchants’ 
Shoe Company predicts that the two 
and three eyelet pump is going to be 
very strong for the coming season. 
“From present indications,’ said. Mr. 
Rosen, “the retail shoe merchants are 
going to make a heavy demand for 
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black suede oxfords. I think that 
very few boots will be sold for Spring. 
Even now it would seem that the de- 


mand for low shoes is going to con- 
tinue right through the Winter, both 
for light and medium weight soles, 


‘which can be worn with spats for the 


colder days.”’ 


VISITOR FROM THE COAST 


Charles Marcus of the Emporium 
Comes to Boston 


Charles Marcus, connected with the 
shoe department of the Emporium, 
San Francisco, was a recent visitor at 
the “‘Recorder’’ office. 

Mr. Marcus reports that the buying 
public of his city does not complain 
much of high prices. He says that 
satins ‘and. suedes are selling well. 
Black and brown kid are the best 
sellers for men and women. Brogues 
are going especially well for Winter, 
both for men’s and women’s wear. 


MASTER SHOE REPAIRERS 


Representative Shoe Repairers of 
Boston Elect Officers 


A meeting of the Master Shoe 
Repairers’ Association of Boston was 
held on Wednesday evening, October 22, 
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ROBERT W. DALEY . 


when the following men were elected 
to office: W. B. McGrath, president; 
Robert W. Daley of Daley-Williams 
Company, secretary, and George H. 
Lapham, treasurer. 

It was the consensus of opinion of 
those present at this meeting to adhere 
firmly to their original proposition to 
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"“HOLTERSHOES” 


Ss READY TO SHIP NOW | 


THEY FIT 
and they not only sell readily, but they 
build business for you— 


Whenever you sell a pairjof 


‘“HOLTERSHOES’”’ 


you are a a permanent customer— 
OUR NEW CATALOG OF 

SHOES IN ;STJOCK 

Terms: Net, 30 days 




















No. 201 B—ALL GLAZED Kip, 
9 inch Lace, Turn (4 inch vamp), 
inch Full —_ wirey Heal, 





136 B—GLAZED REGENT No. 202 B—ALL GLAZED KID,- 
No. 8 B—GLAZED ROYAL KID, RID VAMP, Dull Kid Top, 7inch 8 inch Lace, 1% Military Heel, 
LAZED REGENT 8 inch Lace, English Welt, 134 inch Flexible Welt “Sofshu,” 144 inch Welt, Tip (3% inch vamp). = 








142 B—G 
TD VAM Ti 7 Military Heel, 35 Last. B, 314 to Common Sense Heel, 33 Last. A, t. AA, 41% to 8; » 4 to 8; 
KID VAMP, Dull Kid ste Bi i. «736; C.D, 3to7%.....-.-- 25 5 to8; B, 5 to9; C.D, E, 4 to 9. Be. WY, F tendon 18 
inch Comm seen rus P . 
Be to 8; C.D. E, 3% roy Y ae Add 40c. for sizes 84 and 9 
40c. for sizes 8% and 9 ‘ 7 B—Same as above in Im. 
Tern. D and E es sizes 34% to 8, 
$5.75 


Bees The HOLTERS COMPANY a 








No. 143 B—ALL GLAZED KID, 
8 inch Welt, 134 inch Cuban"H 






No. 166 B—ALL GLAZED KID, 
3, inch Welt, Imitation a my 


No. 196 B—ALL REGENT KID, 
8% inch Lace, 1% inch Military 


31 Last. AA, 4% to9; A,4 5 1% om Cuban Heel, 96 Last. Heel, Imitation Straight Tip, 92 

Co ehbagiadipeee $8.75 A; & to 8; A, 334 to 8; "BCD, Lost, Welt AA, 4 to 8: An 3 to 8; Broth ‘Welt, 136) inch 

Add 40c. for sizes8144 and9, =§«_— 3 80.9... cece cece cccccees $8.75 B, 2/4 to 8; C, 2% to 8; D, 2% Heel, 35 Last. B, 3% to 
Aaa ~ Gor clans GOR CGR. I ss cacacknaescoacadeced * a SL Seo 


No. 206 B—Same as above only 
8% inch, in Dark eowes Kid. $10. 10 






No. 1 B—MAHOGANY Side Calf, 


Milita 
7343 
$4 









TERMS 


NET, 30 DAYS 





No. 4 B—GLAZED ROYAL KID 

Lace, 8 inch Imitation Turn, 

" - Leather Louis Heel, 8 d 
B, 3% to 8; C, D, 3}to 8... .$6.10 

8; 








No. 200 B—DARK BROWN KID, 
9 inch Lace, Welt, (4 inch vamp), 8 


No. 168 B—DARK BROWN é 
" Cordo Calf, 8 inch Welt, Imitation ae Tn ae AAS to > oe 
Straight Tip, 134 inch Military A, 3 8; B, C, D, 2% to 8, 
Heel, 92 Last. AA, 436 to 8: A, 4 0 10.35 to 8: 
4 to 8; B, 34 to 8; CD, Ses No. 199 B—Same as above in all 
. een ON cn scan cacon $9.75 





2% to 





to 9 
Rad 40c. for sizes 84% and 9 
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No. 204 B—BEAVER BROWN 
BRAZIL KID Top, Patent Vamp, 
9 inch Lace, Welt, 21% inch Leather 
Louis Heel, 89 Last. 


AA, 4 0,85 
C254. 048 3) 


No. 177 B—ALL GLAZED KID 


inch Welt, “YDE-TOP,” 1% 
eel, 85 Last with Arch Sup- 
Shank Piece and Extra 
ther Counters. 
C,3 to 8; D, 3 to 9; 


ares 5% to 
to 8; B, 
, 2% to 8, 

$8.75 


205 B—Same as above taf 
Dait Kia Top $7.90 





No 195 B—ALL GLAZED KID, 


ad doe. ‘or sizes 814 and 


No. 
all Saeed Kid, Im. Turn.. 


97 B—Same as od except 
. $7.25 








No. 198 B—MAHOGANY Side 
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World Wonders 


Now and then Nature out- 
does herself, and produces a 
World Wonder. Now and then 
Man outstrips competition, 
and makes a Masterpiece— 
as truly a World Wonder, in 
its way, as is the other. 


The LUNDIN line of Men’s 
Dress Welts is a Masterpiece— 
a World’s Wonder of Style, 
Durability and Comfort built 
within a price range that 
suits the purse of the average 
man of good taste. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 


ST. LOUIS 
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the striking workers—a 48-hour week 
including Saturday afternoon off the 
year around and individual treatment 
as to wages or payment according to the 
workman’s output. 

The shoe repairers want a 44-hour 
week and a 20% increase in wages. 
Their argument is that if the owners of 
repair shops cannot afford to pay any 
more in wages at the prices now pre- 
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GEORGE H. LAPHAM 


vailing, the public should be charged 
more. The repairers feel that the 
prices now prevailing should stand. 


LETTER FROM OVERSEAS 


Kate Brown Books Big Orders for 
American Shoes 


The Boston office of the ‘“‘Recorder”’ 
has just received a letter from Miss 
Kate Brown, proprietor of the K.Brown 
Shoe Company, 73 Fore Street, London, 
England, E. C. 2. 

Miss Brown will be remembered 
as a visitor to the States this Summer. 
She spent every moment of her time 
while here in securing American lines 
for the trade of Great Britain and 
Ireland. Miss Brown, to the best of 
our knowledge, is the only woman shoe 
manufacturer’s agent in the world. 
In her letter she states that she is 
starting well and has already booked 
some big orders, the first of which was 
for Slater & Morrill shoes. Miss Brown 
says that there was much talk regard- 
ing the October Fair and that some 
American firms were represented by 
exhibits. 
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Rockland 


PLANT EXTENSION 


Rushing Three-Story Addition to 
E. T. Wright Factory 


Fifteen thousand square feet of floor 


- space will be added to the already large 


plant of E. T. Wright & Co., Inc., of 
Rockland, Mass. “More shoes and 
quicker deliveries” is the slogan which 
has inspired the present ambitious 
undertaking. 

The entire top floor of the addition 
will be devoted to stock shoes. This 
means that five thousand square feet of 
space will be filled with the best sellers 
each season, which is going to release 
space elsewhere for sole leather that is 
now crowded out by ready-to-ship 
goods. 

A water tower is being erected to pro- 


vide added water facilities throughout. 

Extensive alterations are being made 
to provide lavatory and washroom con- 
veniences of the most. up-to-date order. 
Added office room is being obtained by 
closing in a space between the main 
buildings that long ago proved useless 
for its original purpose. Lighting ar- 
rangements will be carefully thought 
out, and the utmost care taken to “save 
daylight.” . 

The-machine shop, as is every de- 
partment of the factory, is in charge of 
an expert, who is surrounded by others 
chosen for their knowledge and ex- 
perience. 

All improvements are expected to be 
completed before the snow flies, and 
made ready for full steam ahead during 
the Winter season. 


Haverhill 


BIG BUSINESS IN ALL 
FACTORIES 


Practically Every Shoe Manufactur- 
ing Plant Sold Ahead 

The demand for Haverhill-made 
footwear is breaking all previous rec- 
ords and creating new ones daily. 
Every factory in the city has its produc- 
tion sold for weeks and even months 
ahead. Customers in all parts of the 
country are clamoring for immediate 
as well as future deliveries. Produc- 
tion in every plant is only limited by 
the working hours and the conditions 
under which goods are produced. 
Every Haverhill concern making shoes 
is striving to increase its production of 
footwear. That the demand is greater 
than the supply is putting it mildly. 
The situation is such that manufac- 
turers are compelled to divide goods 
among customers in a way which will 
be as fair as possible to all concerned. 
Salesmen representing Haverhill shoe 
manufacturing concerns are meeting 
with prompt response from merchants 
in all parts of the country, as regards 
orders for the coming season. There 
is little or no argument on _ prices. 
Merchants realize the situation in 
which the manufacturers are placed 
and are paying prices asked. The pros- 
perity of Haverhill is reflected in the 
many new concerns which are getting 
production at full capacity of new 
plants. That this situation will con- 
tinue is the opinion of all members of 
the local trade. Manufacturers are 
doing their best under unfavorable con- 
ditions of production. They believe that 


the trade appreciates the situation as 
regards deliveries of their goods. 


NEW FACTORY UNDER WAY 


Built for Local Concern and Will 
Soon Be Completed 


The Karelis Shoe Company, which is 
now occupying a plant on River Street, 
is building a factory for its own occu- 
pancy on the same thoroughfare. The 
new factory will have 42,000 square feet 
of floor space and is being built to ac- 
commodate the concern’s steadily grow- 
ing business. It will be occupied be- 
tween now and the first of the coming 
year. 

WOOD HEEL COMPANY 
INCORPORATED 


Charter of Corporation Under Mas- 
sachusetts Laws 


The Bailey Wood Heel Company of 
this city has been granted a charter of 
incorporation under Massachusetts 
laws. The incorporators are: Emile 
W. Bailey, John H. Tilton, George W. 
Lennox and Thomas Leahy, all of 
Haverhill. Mr. Bailey is president and 
Mr. Tilton treasurer of the corporation, 
The authorized capital stock is $50,000, 


OCCUPYING NEW FACTORY 


Shoe Manufacturing House Now Lo- 
cated in New, Modern Plant 


Hopkins & Ellis, manufacturers of 
women’s fine turn shoes, recently re- 
moved from their former location on 
Phoenix Row to a newly completed 
factory building on Winter Street. 
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STYLE NO. 320 
LAST NO. 112 


A BLACK KID, GOODYEAR 
WELT OXFORD THAT HAS 
THE GRACEFUL LINES OF 
A WELL MADE SHOE © --: 


STYLE NO. 324 
LAST NO. 112 


BLACK KID COLONIAL 
LEATHER LOUIS HEEL 
WELT 
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INCREASES CAPITAL STOCK 
Shoe Concern Now Has Larger Cap- 
italization 

The Stockbridge Shoe Company, 


manufacturers of women’s turn foot- 
wear, with factory on Granite Street, 


has increased its capital stock by $25,- 
000. This concern, of which Ernest L. 
Stockbridge is the head, has been for 
many years in business in this city, and 
is identified with the manufacture of 
fine shoes for wholesale and large de- 
partment store trade. 


Syracuse 


WINDOW DISPLAY PRIZES 


Prize Winners Are Poehlman and 
Park Brannock Shoe Company 


The Poehlman Shoe Company and the 
Park Brannock Shoe Company were 
awarded, respectively, the first and sec- 
ond prizes in the ‘Dress-Up Week” 
window display contest just closed. 
The awards were based on- 30 per cent 
for attractiveness, 20 per cent for origi- 
nality, 20 per cent for merchandise dis- 
play and 30 per cent for sales value. 

Blue and red ribbons were the prizes 
awarded. This was the first time in the 
history of ‘‘Dress-Up Week” in this 
city that the shoe men have participated 
as a distinct business enterprise. Here- 


tofore they have been grouped with 
miscellaneous business concerns. 


TO DOUBLE CAPACITY 


A. E. Nettleton Company Will 
Erect a $1,000,000 Building 


The A. E. Nettleton Company is 
planning the construction of a new 
building which it is said will cost in the 
neighborhood of $1,000,000. The plans 
for the structure have not yet been 
drawn, but it is expected that work will 
be started early next Spring. The fac- 
tory when completed will be of the most 
modern kind, it is said. It will double 
the capacity of the present factory, 
which will probably be abandoned. 


Brockton 


FIVE-MILLION-DOLLAR ISSUE 


First Preferred Stock by One of 
Brockton’s Leading Concerns 
George E. Keith Company, makers of 

Walk-Over shoes, have issued five 
million dollars’ worth of 7 per cent 
cumulative first preferred stock. George 
E. Keith started making shoes in 
Brockton 45 years ago with a capital 
of $1,000, representing his savings from 
work at the bench. This sum repre- 
sents the only capital, except profits, 
ever invested in the business until the 
present offering. During the first six 
months of Mr. Keith’s business career 
he personally cut every pair of shoes 
with his own hands. The sales during 
that period amounted to $7,000. From 
this small beginning, Mr. Keith and 
his associates have built a business 
with net assets of more than twelve 
million dollars. About 18,000 pairs of 
shoes are produced daily and the sales 
for the present fiscal year are stated 
to be not less than $28,000,000. The 
concern has between five and six 
thousand employes and the payroll 
for this year will exceed $6,000,000. 


EATON COMPANY BUYS 
ACTORY 


Local Concérn Purchases Large 


Plant Which It Now Occupies 


C. A. Eaton Company, makers of 
ajid Eaton shoes, have 


the Crawford 


purchased the large modern brick 
factory on Center Street, which for 
several years past they have occupied. 
The purchase includes a vacant lot 
adjoining the factory, which will make 
it possible to enlarge the plant, when 
necessary. The factory which has been 
purchased by the Eaton Company is 
seven stories in height and contains 
95,000 square feet. The company now 
owns the property from Center Street 
through to Lincoln Street, including 
the wooden factory building formerly 
occupied by the George H. Snow 
Company, and the building formerly 
occupied by F. E. Shaw & Co. C. 
Chester Eaton, head of the concern, 
states that the purchase has been made 
to provide for the development of the 
business, which is showing a steady and 
substantial growth and, in the near 
future, will undoubtedly require addi- 
tional factory accommodations. 


NEW FACTORY PROJECT 


Proposed Building for Brockton on - 


Land Advantageously Located 

A new building project which, if 
carried through, will result in the 
building of a large shoe factory plant 
is being directed by Leslie K. Morse of 
Haverhill. On a recent visit to this 
city, Mr. Morse stated that a _ well- 
located piece of land is under cona- 
sideration and that plans are under way 
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for building an eight story and base- 
ment structure with a total floor space 
of more than 300,000 square feet, at an 
expenditure of about $750,000. Mr. 
Morse came to Brockton for the 
purpose of interesting shoe manu- 
facturing concerns in leases for the 
proposed factory building. 


SHOE CONCERN’S REMARKABLE 
GROWTH 


Starting Five Years Ago, the Output 
Is One of the Largest in the World 


The Emerson Shoe. Company, with 
main plant in the neighboring town of 
Rockland and branch factories in this 
city and Whitman, has at its head 
two men long identified with Brockton 
shoe production. These are President 
Herbert T. Drake and Treasurer Charles 
O. Emerson. In the five years since 
this concern began business it has 
grown from moderate size to the third 
largest named shoe concern in the 
world making men’s footwear. In 1914, 
the Rockland factory, with 46,320 
square feet of floor space, had an output 
of 750 pairs a day. Starting next 
month, with factory space of 171,000 
square feet, with factories in Rockland, 
Brockton and Whitman, the output 
will be 7,500 pairs of shoes daily. 


PROMINENT TRADE FIGURE 


Man Who Is Responsible for the 
Extraordinary Success of the 
Concern 


Herbert T. Drake, president of the 
Emerson Shoe Company, taking the 
leadership of this concern five years 
ago, has demonstrated that remarkable 
executive and organizing ability which 
has been the prime factor in bringing 
the concern to its present position of 
trade leadership. In 1916, little more 
than a year after reorganization, the 
business had grown to require a 
$100,000 addition to the factory. 
This was built. In March, 1918, an 
additional factory was opened in Whit- 
man. Five months later a_ branch 
factory was opened in Brockton. Dur- 
ing the past year three additions have 
been made to the Rockland plant. 
Since last April, 60,000 square feet of 
floor space have been constructed in 
Rockland and are now being equipped. 
This is now completely filled with 
business as are also the auxiliary 
plants in Whitman and Brockton. 


Increase in Shoe Shipments 


Shoe shipments from Brockton dur- 
ing the past week totaled 14,585 cases. 
The total shipments for the present 
year are 616,579 cases as compared 
with 509,241 cases for the correspond- 
ing time in 1918. 
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Results Count 


SSS 


In the Fall of 1917, Mr. R. Ehrlich of Washington, 
D. C., placed his first order for the RED CROSS 
SHOE. Today he is doing over six times as much 
business as he did then and attributes his success to 
the RED CROSS SHOE— 


But, read what he has to say about it in his own words. 


CL Ee ae 


‘*Whatever success I have achieved in the short time I am in business, I 


attribute, in no small degree, to the RED CROSS Shoe. 


‘Before my attention was called to the idea of concentrating on one good 
line of shoes, which you have persistently and consistently preached to 
me, I had no definite policy. I would buy first one line, then another, with 
the usual result—uncertainty in style and quality and uncertainty in 


| pleasing and retaining customers; a sort of game of chance. 





“Having started with a small line of RED CROSS Shoes, my attention 
was soon attracted to the fact that my customers would come back, 
speak highly of the RED CROSS Shoe and insist on getting the same 
make again. This, naturally, convinced me that the RED CROSS Shoe 





must be a good shoe. 





| “Since this first experience I have consistently increased my line of the 
| RED CROSS Shoe and eliminated others. This did not happen by a 
lucky chance, or because I preferred your firm to others. No, simply 
because my customers insisted on this brand of shoes. I suppose they had 
good reasons, and since it is they who wear the shoes they know where the 











THE KROHN-FECHHEIMER 
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shoe pinches. I am glad that I had the common sense to follow my 


customers’ lead and tied up with the RED CROSS line. 


“The RED CROSS Shoe is now my principal line; they give invariable 
satisfaction; they have style and fit, a combination which always wins; my 
customers come back for the same goods, and I have gained a reputation 


for carrying the best line of shoes in my territory.” 


“The Game of Chance’’ 


‘“‘Are you playing the game of chance” (as Mr. Ehrlich puts it) by scatter- 
ing your purchases? If you are, let us show you the facts we showed Mr. 
Ehrlich; tell you why the RED CROSS Shoe, when concentrated on, will 
build a bigger business on a smaller percentage of investment, and give 


you a better profit. 


If you are interested in the advantages that you, too, can have, write or 


wire for a salesman tocall. You will incur no obligation in doing so. 


743 Dandridge Street, Cincinnati, Ohio 
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GOODYEAR WELTS STITCHDOWNS 
NOVILLA KID ; Pras ye . 
VICI KID 2 ng 18 recs 8 lity » om Sa NOVILLA KID 
PATENT LEATHER cr. .: ne vicI KID 
PATENT LEATHER? 


Home of the 
Little PRINCE and PRINCESS 
owing 


Sho 

Loca cen he . he wholesal ’ ° 

a on HS ate ainite the bear ofthe shoe cotter, the most logical shipDis Onte ae , el, 
on ENGLISH LAST. point in the ot 


No. 260X—Women’s 2-7, Ato D, 9-8 Heel, English or Nature’ 8 Last, Lace Oxford a at 
No. 260X— Misses’ 11%-2, B “ E, 7-8 


No. 280X—Children’s 84-11, C “ E, 5-8 “ = a - Blucher or Lace “ 
No. 280X—Infants’ 5-8, E, Spr. Heel, English or Nature’s Last, Blucher Oxford, Stitchdown 
SPECIALTY MANUFACTURERS OF HIGH GRADE JUVENILE SHOES 
New Catalogue Just Off The Press 


BRAUER BROS. SHOE @. 


14th and Pine Sts. St.Louis Mo. 


| TRUFIT 
_ |SPATS 


are approved by big 
. buyers all over the 
country. This is assur- 
; . ance that Trufits can be 
bought safely for any 
size store. 














































WITH YOUR OWN 
The standard heels BRAND, OUR BRAND, 


among shoe manu- OR UNBRANDED 
facturers for years. 


“We Back Your Buy’’ 


They give the soft, springy, flexible tread all wearers 
of rubber heels expect, but don’t every day experience. 


“Tredflex’’ heels are tempered right. 


They are moulded to make a perfectly tight joint 
and stay on when once on. Black or Colors can be 
edge finished to look well on finest shoes. 


CAMBRIDGE 













Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 








Laing, Harrar & 
Chamberlin 
43 North 3rd St. 
Phila. 


RUBBER COMPANY 
MANUFACTURERS 
CAMBRIDGE, MASS. 
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The ever advancing price of the 
most simple necessities of life com- 
pel the Public to demand the ut- 
most value for every dollar. 


Hi osiery 





is offered by the merchant who 
conscientiously meets this demand, 
with the full knowledge that 
“ONYX” Quality fulfills it. 








Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hostery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: - Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


210 Pearl Street, Mutual Life Bldg. 
Buffalo, N. Y. 
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“The Right Shoe for Everyman” 








Victory Last, No. 116. Cocoa Brown Calf Bal, 
Fawn Buck Top, AA to D,5toll. Price $10.00 


Two Choice Styles for Right 
Now Delivery 


Pleasing patterns. Good fitters. Fine materials. ‘‘Wright’’ standard of workmanship. Trade 
attractors. Sales makers. Permanent demand and profit producers. Plenty of sales helps 
with shipments when requested. 








Torpedo Last, No. 126. Cocoa Gun Metal Calf 
Bal. Pinked Vamp. Rubber Heel, 12 Iron Edge. 
AAtoD, 5toll. .... . . Price $9.25 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


NEW K PHILADELPHIA DETROIT CHICAGO SAN FRANCISCO 


BOSTON OR 
183 Essex Street Masbeidige | Building 1215 Market Street Washington Arcade 1700 Republic Bldg. P ding 
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GOOD BUSINESS 


A Report from Louisiana by Morris 
Stern 


Morris Stern has covered the State of 
Louisiana for four seasons for the 
Huntington Shoe & Leather Company, 
Huntington, Indiana. 
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Traveling, Shoe Salesmen, 


Activities of our Trade Ambassadors 
On and Off the Road 
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MORRIS STERN 


Mr. Stern tells us that conditions are 
not very promising in the strictly 
cotton section, but as a whole, business 
has been very good. He looks for a 
continuation of same. 


A LIVE WIRE 


Cullen Travels for Graham-Bum- 
garner Company 


W. T. Cullen represents the Graham 
Bumgarner Company in Maryland, 
Central Pennsylvania, eastern shore of 
Virginia and Eastern West Virginia. 
He has headquarters at Baltimore. 

Mr. Cullen is one of the ‘Real Live 
Wires” and is fast developing big busi- 
ness in this territory on the Graham and 


Bull-Pup lines as advertised in the 
“Recorder.” 

Mr. Cullen writes: “The ‘Graham’ 
and ‘Bull-Pup’ lines are two of our 
leaders, and in view of the fact of their 
extremely good wearing and fitting 
qualities, we have been enjoying a very 
nice business. I have been out with 




















W. T. CULLEN 


my Spring line four weeks. The trade 
in general is very optimistic, buying 
freely, and from all indications I think 
that we may look for an exceptionally 
good business throughout the season. 
I am headed for Pennsylvania at the 
present time, as I said before, with our 
‘Bull-Pup’ and ‘Graham’ lines.” 


A BIGGER BUSINESS 


Buchanan Covers Indiana for Gra- 
ham-Bumgarner Company 

H. A. Buchanan, whose home is at 

Washington Court House, Ohio, cavers 

the State for the Graham-Bumgarner 

Company. This is his second season 

with the Graham-Bumgarner Company 
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in Indiana with which he is having 
splendid success. 

Mr. Buchanan writes, “I was in the 
retail shoe business in Ohio for twelve 
years, selling the Graham line exclu- 
sively in our men’s and boys’ heavy 
shoes, which met with the decided ap- 
proval of all of our customers. 
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H. A. BUCHANAN 
“I find business much bigger this sea- 


son than last and look for still bigger 
business for Spring.” 


REGARDING BOYS’ SHOES 


Byrnes Writes Regarding Replace- 
ment Values 


J. Robert Byrnes bas just returned 
from a trip taken in the interests of the 
Menzies Shoe Company. 

Mr. Byrnes finds trade in his section 
looking for a boys’ shoe to retail between 
$4 and $5, but is convinced that in 
most cases a shoe between $5 and $6 
will stand by them. 

Mr. Byrnes writes ‘that many 
merchants have shoes on their shelves 
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at $5 on which they are getting a profit, 
but to place them will be impossible. 
If the average merchant had a fair 
stock of standard screw sboes for boys 
(on the heavy shoe) he would have a 
greater percentage of satisfied custom- 
ers. With prices high on boys’ dress 
shoes, a strong shoe for the average boy 
would be a great trade getter, and 
one that will stick. The Menzies Shoe 
Company offers a wonderful proposi- 
tion on the American Boy Service Shoe. 
I have traveled for four seasons in 
New England territory selling Menzies’ 
shoes.” 


A BARKER BRAND MAN 


Shephard Writes of Conditions in 
His Territory 


J. D. Shephard has been busily en- 
gaged in getting located at his Chicago 
office, 201-203 Security Building, where 























J. D. SHEPHARD 


he is looking out for the interests of 
the Huntington Shoe and Leather 
Company. 

Mr. Shephard writes: “It has been 
my good fortune to secure quarters and 
a mutual working arrangement with 
Messrs. Guess, Roach & Bermtna, with 
whom I was formerly identified, and 
coupled with my own efforts the weight 
of their selling organization will be 
devoted to the marketing of Huntington 
Shoe & Leather Co. Barker Brand Work 
Shoes, in addition to the following lines 
which they have already established 
in Chicago: T. D. Barry Company of 
Brockton, Mass; Johnson, Stephens & 
Shinkle Shoe Company of St. Louis, 
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Mo.; Wm. Henne & Co. of Brooklyn, 
N. Y.; Davies Shoe Manufacturing 
Company of Racine, Wis.; Brauer 
Bros. Shoe Company of St. Louis, Mo.; 
F. C. Quimby Shoe Company of 
Haverhill, Mass.; Marston & Brooks 
Co. of Hallowell, Maine. 

“My territory as Chicago repre- 
sentative comprises the Counties of 
Lake and Porter in Indiana, part of 
Will County including Joliet, Cook 
County including the City of Chicago 
and Lake County, Illinois. 

“While I have had nine years’ selling 
experience throughout 12 states, in 
recent years my efforts have been 
chiefly devoted to departmental and 
executive work. 

I have not had an opportunity to 
thoroughly cover the territory yet, 
but what I have accomplished demon- 
strates the fact that the trade, as a 
whole, is favorably impressed with 
Barker Brand quality and prices, and 
while we were four to five weeks late 
with the line in order to receive our 
share of the heavy Spring buying, we 
have received considerable assurance 
that next season’s buying of the line 
will justify our efforts in endeavoring 
to place the quantity of Barker Brand 
Shoes on the market here that the 
quality of the merchandise merits. 

“The strike situation seriously affects 
the immediate buying on the part of 
the comparative few who did not pro- 
tect their future requirements prior to 
the recent increase in prices, and they 
are still holding off placing orders 
pending settlement of the strike and 
intend to fill in and size up as required 
regardless of the market trend.” 


AT ’FRISCO 


With Line of E. T. Wright & Co., 
Inc. 

L. F. Goodman of E. T. Wright & Co., 
Inc., is now showing his new samples at 
San Francisco headquarters. Mr. Good- 
man has covered the Northwest and 
states that business could hardly be 
better. Several new lasts and patterns 
have been added to his line which are 
finding favor with ’Frisco merchants. 


ON THE COAST 


A Group of Shoe Travelers in San 
Francisco 

Frank Ward is in the vicinity of 
San Francisco with the lines of the 
Ferris Shoe Company and the Desbrow 
Shoe Company, Inc. Mr. Ward is going 
after the novelty buyers this season, as 
the Desbrow firm is exceptionally 
strong on this kind of merchandise. 

Other Pacific Coast representatives 
who are in San Francisco at present 
with Eastern lines are Saul Berner of the 





121 


Krohn-Fechheimer Company of Cin- 
cinnati; Chas. P. Herrmann of the 
Dalton Shoe Company of Brockton, 
Mass., and Lounsbury, Mathewson & 
Co. of South Norwalk, Conn.; F. D. 
Mullin of Lewis A. Crossett, Inc., and 
Ira Barzilay of the E. A. Bliss Company 
of New York City, manufacturers of 
shoe buckles. 


WISCONSIN REPRESENTATIVE 


H. C. Wick with Graham- 
Bumgarner Company 


H. C. Wick is the Wisconsin repre- 
sentative for the Graham-Bumgarner 
Company with headquarters at 403A 
Caswell Block, Milwaukee. Mr. Wick 
has had twelve years’ experience on the 
road representing but two houses in all 
of that time. 

He writes: ‘Now that I have the 
Graham-Bumgarner line which I con- 








H. C. WICK 


sider second to none, I feel as though I 
had wasted all of these years. I know 
that with such a line of shoes, I can 
start a new life of great success. Wis- 
consin is certainly a good shoe State and 
in spite of all local competition, with 
such a line as I am now showing the 
splendid business coming my way is 
strong evidence of the values offered.” 


SIXTY-THIRD TRIP 


‘sBill’? Graves Travels for Roth Shoe 
Manufacturing Company 
William H. or “Bill” Graves, as he is 
known to the shoe trade of the Middle 
West, travels for the Roth Shoe Manu- 
(Continued on page 125) 
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RIGINAL creations and marvel- 

() lously close permissible copies of 

the highest grade, most expensive 

steel buckles, originated by KESCOT, 

manufactured by KESCOT and sold 
exclusively by KESCOT. 







The beauty and sparkle of these magnificent ornaments are superior to 
the imported hand made buckles that retail from thirty-five dollars per 
pair upwards. Kes-Cut-Steels can be retailed at from three to five dollars 
per pair in the very highest grade effects. Unlike imported buckles, Kes- 
Cut-Steels are thoroughly guaranteed against every possible defect and 
positively will not rust. 






You demand ‘‘KESCOT”’ quality, 
the ‘‘KESCOT” tag guarantees it. 


KESCOT MFG. CO. Inc. 


PROVIDENCE,—R. lI. 
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Leather Market Lacks Snap 


Prices of Upper Leathers Less Firm and Buyers 
Not So Eager to Purchase as Formerly---Dark Tans, 
Mahogany and Brown Shades Continue Popular 


Continued quietness prevails in the 
leather market and prices do not seem 
to be so firm on upper leathers It is 
true that a fairly good business. is in 
progress, but nothing as compared 
with last Winter, when there was such 
a scramble for leather at phenomenal 
prices. 

There are conflicting reports as to 
the sales of shoes. Some investigation 
shows that while retailers are doing a 
fair average business the prices being 
shown on the tags in the windows do 
not correspond to the much-heralded 
sensational figures which were to appear 
on shoes for Fall and Winter. It is 
claimed that the dealers have such 
shoes, but that many of them are 
showing those that cost less money, 
say $10.00, $11.00 and $12.00. 


Slow in Placing Orders 


There certainly has been a hesitancy 
in the matter of placing orders for 
leather for next season’s shoes, but in 
the present hide and skin market, 
which is lower than last Summer, ona 
range of 10 to 15 per cent, tanners 
cannot see much cheaper leather either 
in sole or upper. 

The leather for next Spring and Sum- 
mer footwear is being made out of 
hides and skins purchased at great 
advances over the same class of raw 
material of a year ago, and as explained 
in our recent write-up of this situation 
some of this material, such as goat- 


34 to 35c. for the same grade quoted 
a year ago at 2lc. a pound. Heavy 
native steers are held firm at 48c. a 
pound, the same grade bringing 30c. 
per pound a year ago. 


Export Trade Quieter 


There is not so much export business 
being done at present on account of 
exchange rates and this applies to shoes 
as well as leather, which is naturally 
of benefit to the domestic market. 
This is, in fact, the most important 
feature of the situation today. Foreign 
trade, particularly European, is anxious 


her Market 
Review of Leather 
Supplies and Prices 
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enough to secure supplies of both 
leather and shoes, but the low rate of 
exchange makes for tremendous high 
prices when the goods reach the foreign 
market. 

One large tanner states that there 
are no accumulations of upper leather 
hides in the hands of hide dealers or 
tanners, that he cannot find that shoe 
manufacturers are carrying large stocks 
of leather as the high prices have caused 
manufacturers to go from hand to 
mouth in the matter of supplies. 

This same tanner believes that in 
future supply and demand we are very 
close to a balance and that leather 
values are going to continue as they 
are for some time to come, with a 
higher tendency as soon as European 
exchange is arranged on a basis where 
Europeans can come into the market. 
This same tanner is selling patent 
leather, No. 1, for $1.05; No. 2, $1.00, 
and No. 3, 90c. per foot. Full grain 
colored sides, No. 1, $1.00; No. 2, 95c.; 


Sole Leather 


Homilook sale, ReGvy; NO. FB scccc cscs cece cei 


Hemlock sole, seconds, mid.. 
Oak sole, No. 1 bends.. : 
Oak sole, No. 1 backs, all wéigits.. 


ee, a 


ee re 
Offal, hemlock heads........ 


it Maatindk Bdlies............0...0.- 
Offal, hemlock shoulders............... 
ey | Ee 


Oak offal, heads.... 


Chrome, S. A. dry hide, 714 to 10 iron sides... 
Chrome, green hide, 6 to 8 iron sides. ... 


eeeee 


1910 1918 1919 
Cents per pound 
25 @26 56 @57 58@ 60 
23 @24 54@55 —@ 58 
45@— 85 @92 1.10@1. 20 
43 @— 80@85 98@1.05 
33@35 84@85 —@ 92 
80@83 —@ 94 
17@18 17@ 18 
23 @25 20@ 27 
38 @40 39@ 40 
24@25 23@ 25 
27 @28 26@ 29 
Cents per foot 
43@50 55@ 60 
—@50 55@ 60 


Upper leather quotations are not given owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


skins, costs more than last Summer or 1910 1918 1919 
at any other time. Cents per pound 

There is no marked change of values Heavy native steers... .. rede Nery eeee-ws 163%4@17 . —@30 —@ 48 
in raw material over a week ago, top PEON IPO CBE os oo) oie. iadicecnec 154@15% —@28 —@ 47 
grade Chicago city calfskins moving a NG cad cic trnee sels isin eacn 13%@14 —@21 34@ 35 
at 87'%4c. a pound with holders asking Chicago City calfskins.................. 18 @19% 34@44 70@ 90 
up to 90c. No. 1 buff hides brought ee ae CL eee eee 21 @23 —@34 43@ 47 
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(Advertising Helps to Dealers) 


M. N. ARNOLD SHOE CO., “OPT ABINGTON, 
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6 to 11. 


Price $10.50 
The Biltmore, ‘Glove Grip” 


Model No. 490 


and five for women. The model illustrated 
Send for Catalogue 


will quickly appeal to your customers. It is 


We have ele 





a popular last, in a popular 
An order today will put 

Wing Bal. Tony Red Calf. Car- 
ries 8/8 Custom Heel. Sizes AA- 
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snuft sides with a dark surface for which 
there is a large call, No. 1, 85c.; No. 2, 
82c.; black, same grade, 75c. and 72c. 
respectively. Black boarded snuft 
sides, usually termed box sides and sold 
largely for export, 70c. and 65c. Black 
boarded full grain side leather No. 1, 
85c., No. 2, 80c. per foot. 


Sole Leather Firmer 


The sole leather market is somewhat 
stronger than a few weeks ago. Many 


shoe manufacturers held off in buying | 


until July, August and September, 
purchasing only for immediate needs, 
believing that prices would eventually 
break. This break did not materialize 
to any great extent, except on some 
grades of sole leather which slid off a 
couple of cents a-pound for a while and 
have since recovered. As sole leather 
hides had not declined in values since 
a year ago, and on the other hand 
advanced, with sole leather not advanc- 
ing proportionately there was reason 
to expect a firmer sole leather market 
and that is what is taking place now. 

There is as much need of raw material 
as a year ago, if not more, and if the 
European trade should compete this 
year with American tanners as. eagerly 
for hides and skins in the matter, of 
prices as they did last Winter, it will 
have a tendency to, at least, keep the 
market up. 


TRAVELING SALESMEN 
(Concluded from page 121) 
facturing Company of Cincinnati. Mr. 
Graves was born in Detroit, Michigan, 
in 1869. At the age of fourteen, during 
his school vacation, he went to work for 
the jobbing house of W. D. Robinson 
Company, wholesale shoes, liking the 
shoe business so well that after much 
argument with his parents he stayed at 
work. In four years he had worked 
from office boy to assistant house sales- 
man. In 1888 he covered the territory 
from Detroit to the Missouri River and 
has continued doing so, now completing 

his sixty-third trip. 

In 1889 he went with Tirrell Church 
& Co., of Boston, and continued with 
them until 1894 when they retired from 
business. He was then one year with 
Redpath Brothers of Boston; they fail- 
ing in business he went with Stearns & 
Packard of Boston and was with them 
until 1897, when he joined forces with 
Green-Wheeler Shoe Company, of Fort 
Dodge, Iowa, and for eighteen years he 
sold Iowa shoes in the same territory. 
While with Green- Wheeler “‘Bill’”’ picked 
out their lasts and patterns and got up 
their samples. 

Four years ago he joined the selling 
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force of the Roth Shoe Manufacturing 
Company of Cincinnati, and now rep- 
resents them in the larger cities from 
Detroit to the Missouri River. He is 
also their style man and goes East two 
or three times a year “for ideas.” 

Mr. Graves reports retail trade good. 
He notes a feeling of confidence among 





WILLIAM H. or “BILL” GRAVES 


‘shoe merchants and thinks especially 
well of the State of Iowa, for in his 
sixty-three trips he has never found any 
“whiners” or “complainers;” they al- 
ways have good crops and never hesi- 
tate to place good orders for GOOD 
SHOES. 
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A SERVICE SALESMAN 
Sol Fishman Sells Hamton Shoes 
in Milwaukee 

Sol Fishman represents the Hamton 
Shoe Company in Milwaukee. 

Mr. Fishman writes that he firds 
conditions unusually good, that the 
shoe merchants have all passed through 





SOL FISHMAN 


an unusually good Summer season and 
that everything points to a prosperous 
Fall season. 

Mr. Fishman has only recently been 
discharged from the Army. 


Worcester Mass. 


SHOE SHOP BRIEFS 


News Here and There from the Local 
Stores 

Manager Thompson of C. T. Sherer 
Company shoe department has put on a 
big sale of Army shoes at $5.85. 

Derr & Sandquist made some hit at 
the Kiwanis Club last week when they 
put on a silent booster—140 pairs of 
miniature rubber boots were presented 
to all the members present. The boots 
were fromthe Boston office of the United 
States Rubber Company. 

Eighteen dollars seems to be the high 
price that has appeared on shoes dis- 
played in the Worcester shoe store 
windows. They may have higher priced 
shoes inside, perhaps int the safe. 

_Martin Phelan, the popular shoe 
salesman at the Regal store, and Miss 
Travers, 153 Chandler Street, Worcester, 


were married October 15 in St. Paul’s 
Church by the Rev. Goggins. Mr. 
Phelan is well-known. 


BANCROFT-WALKER CO. 


Transfer Haverhill Plant 
to Boston 


It is not so long ago that Bancroft- 
Walker Company took their big Haver- 
hill plant up- by the roots and trans- 
planted it in Boston soil. To go through 
the new factory today, one would think 
they had been doing business in Boston 
for years. Everything looks rosy. 
From cutting room to shipping room 
all is activity. On ‘the racks going 
through for Spring are styles that will 
make women’s eyes sparkle. The “off” 
edict on war predictions is answered 
here. 
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Boston 





Style 5742 
No. 173 last, 15% in. heel, welt. 


Grover Models 


In fine footwear for women not 
only carry that smart appearance 
demanded and appreciated in high 
grade shoes, but are thoroughly 
made, from finest materials. 


Dealers and customers can de- 
pend upon Grover footwear. 


Salesmen now out _ showing 
fashionable designs, as well as 


the long-famous 


Soft Shoes for Tender Feet 


J. J. GROVER’S SONS CO. 


LYNN, MASS. 





New York 























Our 1919 Window Card 


An unusual line of 
staple Boys’ Shoes 
for the Best trade 


FEDERAL SHOE CO. 


MANUFACTURERS 


LOWELL, MASS. 
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